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The Changing Corporate Communications Setup 
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Top-Level Steel Men Preoccupied | Purchasing Consultan 
With Prices at Annual Trade Parley 


New York—Higher prices were on the minds of top steel execu- 
tives at the industry’s annual trade meeting last week. Most officials 
interviewed at the American Iron and Steel Institute agreed that 
price hikes were needed, with some strongly intimating that they 


would come by fall. 

Chief deterrents to immediate 
price increases are a generally 
low level of miller backlogs, in 
spite of the upturn in production 
and a lack of any substantial for- 
ward buying. 

“Ordering is strictly hand-to- 
mouth,” said Arthur B. Homer, 
Bethlehem Steel Co. chairman. 
“There has been very little for- 
ward buying, and our backlog is 
not rising. Most buying is geared 
to actual consumption. 

“October will be the time when 
everything will come to a head,” 
he said. Another pay boost of 
12¢-13¢ an hour scheduled for 
October, steel executives agreed, 
would intensify the industry’s 
cost-profit squeeze. 

“If we are to make a reason- 
able profit,” said Thomas F. Pat- 
ton, Republic Steel Corp. presi- 
dent, “we must have a price rise.” 

Avery C. Adams, Jones & 
Laughlin Steel Corp. chairman 
said “a compensating price in- 

(Turn to page 52, column 2) 


Plastics and Light Metals 
Vie for Design Spotlight 


Detroit—Plastics makers and 
manufacturers of light metals 
competed for attention at the 
Design Engineering Show held 
here last week. 

Although the show tradition- 
ally is a wide ranging design 
exhibit, the big pitch this year 
was directed mainly at the auto- 
motive engineer. Fully one-third 
of the exhibits displayed a plastic, 
or product made of plastic in 
combination with another ma- 
terial. Producers of lead, for 
example, showed leaded epoxy 
and vinyl sheets with what was 
described as “superb” sound 
deadening qualities. Conveyors 
featured self-lubricating _ plastic 
bearings. A combination of 
phenolic resins and Douglas fir 
tree fibers compressed under 
heat and pressure to form struc- 

(Turn to page 52, column 4) 


P/w PANORAMA 


@ Conventions Can Be Hectic, 
aren't wise to conventioneering ways. 


particularly for those who 
For NAPA members 


going to Chicago, Management Memos on page 10 offers 
some tips on how to get the most out of this top gathering. 


@ What Is a Successful Meeting? P/W Consultant Dr. Clyde 
T. Hardwick takes up this intriguing topic in Professional 


Perspective’ on page 16. 


Included are a number of sug- 


gestions on how to make your meetings worthwhile. 


@ EDP Can Se a Handy Tool for solving shipping problems. 
The spread on pages 24 and 25 shows how some companies 
regard transportation as a problem in buying, and use 
linear programing to find the most economical solution. 


@ A New Type of Game is featured this week in ‘School for 
Strategists’ on page 46. These games require you to line up 
facts, objects, prices, or people in an arrangement that pro- 
duces the best result. Try them and see how you make out. 


Chides St. Louis Assn. 
For Vetoing Dues Hike 


St. Louis—Members of the 
St. Louis Purchasing Agents 
Assn., who voted 129 to I11 
against NAPA’s proposed dues 
increase, last week heard them- 
selves criticized as perhaps too 
smug, complacent, confused, and 
shortsighted. 

Dr. John H. Hoagland, a Mich- 
igan State University business 
school faculty member and pur- 
chasing management consultant, 
zeroed in on the St. Louis mem- 
bers with these words: 

“Your vote was hopelessly 
shortsighted. Is it because you 
are sO smug, so complacent, and 

(Turn to page 4, column 4) 


Distributor Role Featured 
At Electronic Parts Show 


Chicago—Growing strength of 
the electronics parts distributor in 
industrial sales was underscored 
here when the Electronics Parts 
Distributor show opened for 
13,000 members. 

Samuel Poncher, president of 
the Electronics Industry Show 
Corp., predicted parts distributors 
will capture 75% of the industrial 
market within 10 years. 

Kenneth Prince, general man- 
ager of the corporation, said dis- 

(Turn to page 51, column 2) 


New Container Standards 
Just a Start, Shippers Say 


| New York—Shippers, taking 
'a long look at containerization 
following approval by the Ameri- 
can Standards Assn. of basic di- 
mensions for van-sized units, 
agree most direct benefits of con- 


| years away. 


| yet enough standards. 
| Shippers, carriers 
tainer manufacturers surveyed by 
PURCHASING WEEK hailed the 
just-announced ASA agreement 
(Turn to page 52, column 1) 


tainer standards still are several 
|” Chief problem: There are not} 


and con- 
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Now Low Prices 
Are Churning Up 
Antitrust Worries 


Washington—The federal gov- 
ernment now is warning firms 
involved in the electrical equip- 
ment price conspiracy cases not 
to go too far in the other direc- 
tion by setting “unreasonably 
low” prices. 

In Philadelphia 
Federal Judge J. 
signed the first of the consent 
decrees in civil antitrust suits 
against violators in the industry- 
wide investigations. 

Entered in the government’s 
case against C.H. Wheeler Man- 
ufacturing Co., a steam con- 
denser maker, the decree gener- 
ally provides that the company 
will not take part in illegal price- 
fixing activities. But it also takes 
from the Robinson-Patman Price 
Discrimination Act, almost ver- 
batim provisions to prevent the 
company from injuring compet- 
itors by refusing to sell com- 
ponent parts, by discriminating 
in price, or by attempting to 
damage competition by means 

(Turn to page 4, column 3) 


last week, 
Cullen Ganey 


New Manageriai Shuffle Confronts Purchasing 


Communication Setups 
Grow More Complex; 
Authority Not at Stake 


New York—Purchasing peo- 
ple, especially in larger corpora- 
tions, may soon find that they 
have a new set of men to cope 
with on the managerial chess- 
board. 

Last week, for example, Dow 
Chemical and Pennsalt Chem- 
icals announced top-level 
changes that will place purchas- 
ing alongside—or under—a new 
stratum of authority (see PW, 
May 22, p. 1). At first glance, 
it looked suspiciously like an 
erosion of the P.A.’s hard-won 
ground. But now, after analysis 
management experts plus 
amplification by the companies 
involved, the situation shapes up 
as in the diagram at the left. In 
short: 

@ New managerial levels are in- 
deed being created between com- 
pany presidents and top op- 
erating personnel. 

@ But these moves are intended 
mainly to improve internal com- 
munications (by cutting down 
the number of vice presidents 
reporting to the president). 

@In all, no functions or basic 
authority will be disturbed. 

Samuel Farmer, director of 
the American Management 
Assn.’s Purchasing Div. puts it 
his way: “I’d say ignore titles. 
Every person has a function to 
contribute to the company and 
his efforts are measured in 
profits. This function does not 
change with title changes.” 

Farmer says that changing vice 
presidents around is a_ healthy 
sign. Management is training its 
big guns on a new set of prob- 
lems, which in some cases require 
a new means of communications 
to the top. 

Companies, he points out, shift 
their lineup of V.P.’s as the prob- 
lems change. “Once the cancer 
is cured, there’s no need to keep 

(Turn to page 51, column 1) 
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teel operating rates are reflecting a long elusive spring surge 
in auto sales. Detroit’s mid-May selling pace of about 


18,500 units daily also was giving Cleveland Midwest auto parts 
makers a boost; and manufacturers of industrial fabrics have had 
a similar splurge of orders running far up into next August. 

In any event, buying plans for next year’s Detroit models will 


begin soon. 
cially important to steelmakers, 


And the decisions coming out of Detroit are espe- 


who admittedly are hoping the 


current new order momentum will continue and allow them to 
put into effect what they consider long-overdue price increases 


(see story, column 1). 


Steel may not have long to wait. The current pace of car sales 
has revived the optimism of Chevrolet Chief George N. Cole, 


(Turn to page 51, column 4)... 
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Copper, Scrap Hikes 
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This Week's Commodity Prices 


May 24 May 17 Year % Yrly 
METALS Ago Change 
Pig iron, Bessemer Pitts., gross ton y 67.00 67.00 
Pig iron, basic, valley, gross ton J 66.00 66.00 
Steel, billets, Pitts., net , 80.00 80.00 
Steel, structural shapes, Pitts., cwt ¢ 5.50 5.50 
Steel, structural shapes, Los Angeles, cwt . 6.20 6.20 
Steel, bars, del., Phila., a 5.98 5.975 
Steel, bars, Pitts., cwt 5.675 5.675 5.675 
Steel, plates, Chicago, cwt ° 5.30 5.30 


Aluminum, pig, Ib 

Secondary aluminum, #380 Ib 

Copper, electrolytic, wire bars, refinery, Ib 
Brass, yellow, (sheet) Ib 

Lead, common, N.Y., Ib 

Nickel, electrolytic, producers, Ib 

Tin, Straits, N.Y., Ib 

Zinc, Prime West, East St. Louis, Ib 
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FUELS{ 

Fuel oil #6 or Bunker C, Gulf, bbl 

Fuel oil #6 or Bunker C, N.Y., barge, bbl 

Heavy fuel, PS 400, Los Angeles, rack, bbl 

Lp-Gas, Propane, Okla., tank cars, gal. (incl. discount). 


Gasoline, 92 oct. reg., Chicago, tank car, gal 
Gasoline, 84 oct. reg., Los Angeles, rack, gal 
Kerosene, Gulf, Cargoes, gal 

Heating oil #2, Chicago, bulk, gal 


CHEMICALS 

Ammonia, anhydros, refrigeration, tanks, ton 
Benzene, petroleum, tanks, Houston, gal 
Caustic soda, 76% solid, drums, carlots, cwt 
Coconut oil, inedible, crude, tanks, N.Y. 
Glycerine, synthetic, tanks, Ib 


Linseed oil, raw, in drums, carlots, Ib 

Phthalic anhydride, tanks, Ib 

Polyethylene resin, high pressure molding, carlots, Ib. . 
Polystyrene, crystal, carlots, Ib 

Rosin, W.G. grade, carlots, fob N.Y. cwt 

Shellac, T.N., N.Y. Ib 


Soda ash, 58%, light, carlots, cwt 

Sulfur, crude, bulk, long ton 

Sulfuric acid, 66° commercial, tanks, ton 
Tallow, inedible, fancy, tank cars, N.Y. Ib 
Titanium dioxide, anatase, reg. carlots, Ib 


PAPER 


Book paper, A grade, Eng finish, Untrimmed, carlots, 
cwt. 


Bond paper, #1 sulfite, water marked, 20-Ib, 16-carton 
lots, cwt. 
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17.75 17.75 


25.20 25.20 
100.00 100.00 
9.50 9.50 
6.60 6.30 


3.65 3.65 
4.20 4.18 
115.00 124.00 
126.00 139.00 
85.00 88.00 
68.00 64.00 


TEXTILES 


Burlap, 10 oz. 40”, N.Y., yd 


Cotton middling, 1”, N.Y., soe ae 


.342 342 
.174 210 
.20 235 
34 .40 
or 425 
‘DES AND RUBBER 
®tHi les, cow, li 192 210 
Ru 325 442 
+t So e: Oilgram Price Service + Source: Engineering News-Record sa ier 
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Overcome Rubber, Burlap Cuts. 


Price Perspective 


MAY 29-JUNE 4 


FIRM FOUNDATION—Latest figures released by the copper industry 
reveal that strong domestic demand is playing a major role in the current 
copper price upturn. 

Fabricator consumption in April soared to 120,676 tons (copper content) 
—a sharp 49% above late 1960 lows. 

Moreover, the current healthy pace of new orders indicates the new upward 
consumption trend will continue. Brass mills, wire mills, and foundries, for 
example, report that April bookings soared to 131,074 tons (copper content). 
That’s 14% above the previous month and 45% above a year ago. 

Under such impetus, it’s no surprise that copper product prices have inched 
ahead on a broad front. 

* * * 


HOW HIGH will copper eventually go? 

One point most metal experts are agreed upon is the fact that there'll 
be no “runaway” pricing as in 1955, when tags soared more than 50% in 
just one year. Too many factors weigh against such a repeat performance. 
For example: 

© Ample capacity—World capacity still exceeds current consumption needs. 
In fact, Clyde E. Weed, Anaconda Board Chairman stated last week that he 
didn’t think the industry would be ready for another round of expansion 
for another four or five years. 

© Competition—A lot of competing materials recently have been reduced 
in price—stainless steel and plastics, for example. Tags on Delrin plastics, 
which can be used to replace brass in many applications, recently were 
knocked down 20%. 

Any sharp rise in copper would risk heavier inroads into copper markets 
by substitute materials. It would certainly hurt copper’s position in its 
battle against aluminum—its biggest competitor. The price of white metal 
has been steady for over a year and a half now at 26¢/Ib. 


OTHER FACTORS aiso will keep a damper on copper. 

@ Profits—Producers were doing quite well with lower prices. Thus, 
the Big Three in the first quarter of 1961 (when price was 29¢/Ib.) made 
more money than in early 1960 (when the price was 33¢/Ib.) 

@ Pricing philosophy—Companies have been fighting long and hard to 
remove the “feast or famine” stigma attached to copper. They know from 
hard experience that roller coaster prices don’t pay off. In fact, one pro- 
ducer remarked last week that “another price spiral could be the worst thing 
that could happen to copper.” 

Best bet is for stable to slightly higher copper quotations through next fall. 
Barring any unforeseen political upheaval, it’s extremely doubtful whether tags 
will break 33¢/Ib. 

~ a. 


LABOR PEACE—1961 may turn out to be the calmest years in postwar 
labor history. 

Certainly all the available signs point in that direction. Thus, Labor 
Dept. statistics for the year to date show strike idleness at a record low— 
about half of the corresponding level in 1959 and less than three-fifths of 
the comparable 1960 period. 

One result of this peaceful climate: a tendency toward more noninflationary 
wage settlements. 

The Bureau of National Affairs, a private research organization, estimates 
that the average wage increase this year is running about 8.1¢ per hour 
compared to 9.3¢ in early 1958, when the economy also was just coming out 
of a recession. 
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Rising Copper, Brass Scrap Prices 
Seen Pushing Ingot Tags Up Further 


New York—Brass and bronze 
ingot makers who raised their 
quotes %4 ¢/lb. two weeks ago— 
the fifth hike since March 14— 
are predicting further boosts dur 
ing the next three months. 

“We’re in the midst of a cost- 
price spiral,” commented Ralph 
Specter, controller of Barth 
Smelting. “We raise our prices 
because of the high cost and 
scarcity of scrap, and then these 
costs go up again.” 

Brass scrap prices have gone 
up 3¢/lb. to 44% ¢/lb.—depend- 
ing on the grade—since the first 
of the brass and bronze ingot 
hikes. In the brief period since 
the last boost they’ve risen 12 ¢/ 
Ib. to %4 ¢/Ib. 

Most observers blame the high 
scrap prices on heavy Japanese 
buying plus low scrap generation. 

“Demand for ingot is increas- 
ing sharply and steadily,” said 
one Eastern smelter, “and it will 
take three or four months for 
scrap generation to catch up with 
over-all demand. Until it does 
we'll definitely have more ingot 
price hikes.” 

Brass and copper scrap sup- 
plies, according to smelters, are 
barely adequate to meet immedi- 
ate needs for ingot, but not plen- 
tiful enough to enable users to 
build up inventories as they 
would like to do in a strength- 
ening price market. 

Rising copper scrap prices are 
also squeezing custom copper 
smelters—despite the recent hikes 
in refined copper prices. These 


Price Briefs 


Copper Chemicals—A _ whole 
group of copper chemicals are 
being raised to reflect increased 
red metal prices. They include 
black copper oxide (up 1¢/Ib.); 
copper chlorides (up 50¢-70¢/ 
cwt.); and copper carbonate, 
55% (up 55¢/cwt.). 


Tertiary butyl peroxide—The 
U.S. Peroxygen Corp. is reduc- 
ing prices 25¢/lb. on this widely 
used polymerization catalyst. The 
new f.o.b. prices are $1.75/lb. 
for 16 gal., 100 Ib. drum lots; and 
$1.715 /Ib., carload lots. 


Pentaerythritol — New 2¢ /Ib. 
slash by major producers counters 
the earlier reductions in competi- 
tive glycerin. New penta quotes 
put carlot quantities at 29¢ ‘Ib. 
and LCL lots of 30¢/Ib. in the 
East. West Coast prices are 
1¢/lb. higher. 


Transistors—Major price re- 
ductions on the diffused-base 
mesa transistors, as high as 51% 
on some epitaxial types, have 
been announced by Motorola. 
Changes effect both silicon and 
germanium transistor types, and 
include both switch and amplify- 
ing devices. Production efficien- 
cies is the reason given for the 
reduction. 


Thermoelectric units—Materi- 
als Electronics Products Corp. 
cut prices on some types of 
thermoelectric modules and rod 
materials. Rod prices range from 
$150 to $400 per Ib. in 100-lb. 
lots. Module prices are $36-$137 
per set of 8-to-32 couples in 100 
unit lots. 
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THIS WEEK’S SCRAP PRICES 


May 
17 
35.00 
32.50 
35.00 
245 


smelters continue to talk about 
a dual price for electrolytic cop- 
per, with the smelters quoting 
higher than producers. 

And reports indicate the dual 
price is, to some extent, already 
in effect. Some smelter business 
apparently is being transacted 
above the 31¢/lb. price for elec- 
tro copper, and a number of 
smelters have stopped quoting 
June delivery at 31¢/Ib. in favor 
of delivery at the average smelter 
price for the month of June. 


Steel, #1 hv, divd Pitt, ton 

Steel, #1 hv, divd Clev, ton 

Steel, #1 hv, divd Chic, ton 

Copper, #1 wire, dir buy, fob NY, lb..... 
Copper (hv) & wire mix, dir buy, fob NY, Ib. 
Brass, light, dir buy, fob NY, Ib 

Brass, hv yellow mix, dir buy, fob NY, lb. . 
Alum (cast), mixed, dir buy, fob NY, lb... 
Alum (sheet), old clean, dir buy, fob NY, lb. 
Zinc, old, dir buy, fob NY, Ib.. 

Lead, soft or hard, dir buy, fob NY, Ib 
Rubber, mix auto tires, dlvd Akron, ton... 
Rubber, synth butyl tubes, East, divd Ib... . 
Paper, old corrug box, dir, Chic, ton 
Paper, #1 mixed, dir, NY, ton 
Polyethylene, clear, dir, NY, lb 


Year % Yrly 
Ago Change 
33.00 +4 
32.00 
31.00 

240 

210 

105 

M5 

110 

110 

040 

083 
12.50 

083 
15.00 


Raytheon Buys Tran-Sil 


Chicago—Raytneon Co. has 
added 211 rectifiers to its line as 
a result of its purchase of Tran- 
Sil Corp., Englewood, New Jer- 
sey. This brings its total of rec- 
tifiers to 358. 

Tran-Sil manufacturers modu- 
lar rectifier units used in atomic 
submarines. The company also 
produces space-saving button- 
type modular rectifiers that are 
capable of being built up into 
various power levels. 

Industrial firms now can buy 
the modular rectifiers from local 
distributors at no increase in 
price, Raytheon spokesmen 
pointed out. 


O-B Valves 


maintain positive control... 


»».1IN processing lines 

Plants piping steam, water, gas, air and oil to production 
machinery find O-B valves hold up under severest demands. 
They’re made for them. O-B bronze valves (like No. 1201 
globe pictured) combine fine casting, precise machining 
and sound engineering to maintain positive flow control. 


..in heating«cooling systems 
Accurate heating, air conditioning and balancing of year 
round combination systems are assured by O-B “Eqna- 
temp” valves—used also for radiant heating. A quarter turn 
of stem closes valve, simplifies draining without need for 
refilling system. Special design discourages tampering. 


<3 


...1In LP-gas dispensing trucks 
Its exclusive construction features make this UL-listed 
dispensing valve ideal for transferring LP-gas from tank 
to tank. Body is extra heavy bronze that withstands rough 
handling. A stainless steel spring effects tight closure and 
a special latch holds valve open until it’s released, 


| 


You profit most when you standardize on the O-B bronze valve 
line. You find the consistent quality you want—the efficient 
operation you rely on—and the freedom of choice you need — 


in valves from %” to 3” sizes. Write for latest catalog information. 


OHIO BRASS COMPANY «= Mansfield, Ohio 
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...in oil furnace feéd lines 
Reliable operation of oil burning furnaces is aided by this 
O-B bar stock valve with needle point that maintains 
precise regulation of fuel. Special copper base bronze stem 
and disc offer excellent corrosion resistance, making this 
valve ideal for water and gas service as well. 


10063.vuU 


Ask your distributor for the valve 


in the orange-and-black box 


This Week’s 
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Perspective 


While insisting on one hand that they want flexibility in indus- 
trial pricing, government antitrust attorneys at the same time 
are warning that they also are keeping a close watch on cut- 
throat competition. 

In other words, the antitrusters are telling companies they must 
be prepared to prove that in a tough competitive situation the 
ultimate effect of their price reductions will not be predatory 
against rivals, especially, smaller firms. 

That’s the substance of the government’s demand for assurances 
from electrical equipment manufacturers involved in the Phila- 
delphia pricerigging cases that they now promise not to set 
“unreasonably low” prices (see story p. 1). The Justice Dept.’s 
first consent decree in the price-fixing conspiracy civil suits thus 
indicates an awareness on the government's part that the industry’s 
pricing problems do not necessarily involve only the question of 
setting prices too high. 

Traditionally the heavy electrical equipment market has been 
feast and famine with wide swings in demand and price. Execu- 
tives who have testified before Sen. Kefauver’s Antitrust Sub- 
committee indicated one reason they held illegal meetings was 
concern over “white sales” in the industry when hungry manu- 
facturers bid down prices as much as 50% below list. 

In its first civil consent decree in Philadelphia, entered for 
C. H. Wheeler Mfg. Co., the federal government is demanding 
that Wheeler not sell condensers at “unreasonably low” prices. 
What is “unreasonably low” would be up to a judge to decide in 
case the government ever charges the company with breaking 
this clause in the decree. The government will insist on similar 
clauses in decrees signed with other companies. 

The clause is ironic. The government went after electrical 
companies for fixing prices. It is suing for damages on the claim 
they were too high. But in consent decrees the Justice Dept. 
says electric equipment prices can’t go too low, either. 

The aim is to protect small makers from large competitors 
who can stand to sell some lines of equipment at a loss, and 
make up for it in other lines. Some electrical executives have 
expressed the fear that this sort of pricing may be in store for 
the industry. 

Actually such predatory pricing practices are just as illegal 
as getting together to fix prices. The Robinson-Patman Act 
bars it. The Justice Dept. has used such a clause in antitrust 
consent decrees before, but normally the pricing law is used to 
prevent big retailers from utilizing pricing practices to drive 
small competitors out of business. 

° e ® 

Washington’s business forecasters are becoming more optimistic 
by the hour. The Commerce Dept.’s latest rundown of the 
economic indicators which are turning upward becomes more and 
more impressive: 

Auto sales are up, as are new orders of durable goods. Manu- 
facturing payrolls are expanding. Personal income has risen for 
the second consecutive month. Raw materials inventories of 
metal consuming industries are still declining, but at a slow rate. 
Steel output jumped 10 percentage points in April and indications 
are that the increase is continuing in May. The average work- 
week and overtime both have risen slightly. 

But unemployment still hovers much too close to the 7% level. 

In view of all this and more, President Kennedy is making these 
decisions: He is supporting a program to retrain and relocate the 
“structurally unemployed.” He is not recommending the proposed 
$1-billion public works program that would give the economy a 
quick shot in the arm. Instead, he is planning a spending boost 
for military and space needs. 


Weekly Production Records 


Week 
Ago 
1,988 
137,347" 
25,886 
7,906 
11,657 
6,075 
28,376 
79.7 
165,197 
98.673 
91.7” 
233,790 
1,219* 
14,278 
410.7* 


Latest 
Week 
2,037 
133,809 
26.196 


Year 
Ago 
2.031 
163,611 
30,254 
7,935 
12,097 
6,188 
27,262 
81.2 
170,969 
100,600 
98.5 
255,848 
1.397 
13,468 
389.1 


Steel ingot, thous tons 

Autos, units 

Trucks, units 

Crude runs, thous bbl, daily aver 
Distillate fuel oil, thous bbl 

Residual fuel oil, thous bbl 

Gasoline, thous bbl 

Petroleum refineries operating rate, % 
Container board, tons 

Boxboard, tons 

Paper operating rate, % 

f,umber, thous of board ft 
Bituminous coal, daily aver thous tons 
fléctric power, million kilowatt hours 
Eng const awards, mil $ Eng News-Rec 
*Revised 


161,309 
104,163 
90.6 
244,655 
1,238 
14,352 
400.0 
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Identical Bid Complaints Swamp Justice Dept. 


Washington—State and local 
purchasing agents and law offi- 
cials are swamping the Justice 
Dept.’s Antitrust Div. with com- 
plaints about identical bidding. 
An aftermath of the Philadelphia 
electrical industry price con- 
spiracy cases, the complaints 
cover a long list of items ranging 
from heavy equipment to build- 
ing materials and even subway car 
wheels. 

At the same time, the Anti- 
trust Div. also is preparing to 
handle another onslaught—iden- 
tical bid information which soon 
will be pouring in from federal 
procurement agencies. 

Antitrust lawyers and econo- 
mists say it’s a difficult task 
simply because of mechanical 
problems in transforming raw 
statistical data into meaningful 
form. But said one antitruster, 
“There’s a note of urgency” in 
the preparations because Atty. 
Gen. Robert F. Kennedy is eager 
to get the federal reporting sys- 
tem rolling. 

An executive order issued by 
President Kennedy last month 
called for federal procurement 
agencies to report to Justice all 
identical bids on contracts of 
more than $10,000. Justice will 
compile this information for pub- 
lic reports of identical bidding 
practices to Congress and the 
President. But the data also will 
be available for department anti- 
trust investigators to use. 

After the Justice Dept. or- 
ganizes its program of handling 
federal identical bidding informa- 
tion, chances are that Atty. Gen. 
Kennedy will turn to state law 
and purchasing officers and ask 
for help from them in compiling 
systematic information about 
identical bidding on state pur- 
chases. But this, says a Justice 
official, is “in the future”—after 
current problems are worked out. 

A big problem confronting 
Justice is the development of a 


Antitrusters Now Warn 
Against Pricing Too Low 


(Continued from page 1) 

“unreasonably low” prices. 
Other civil decrees, compan- 
ions to the government’s criminal 
price-fixing charges, will follow 
the Wheeler case but it is under- 
stood that defendant companies 
are objecting to terms used in 
the Wheeler decree. A General 
Electric spokesman in Washing- 
ton said last week that company 
lawyers met with Justice Dept. 
attorneys to talk about consent 
order terms. 

The Robinson-Patman clause 
in the Wheeler decree reflects 
testimony by Max Scott. presi- 
dent of I-T-E Circuit Breaker 
Co.. before the Kefauver Anti- 
trust Subcommittee. Scott warned 
that as a reaction to the govern- 
ment’s antitrust cases in the 
industry, large manufacturers 
might start “taking the price 
down to the cellar and working 
up slowly” in an effort to get 
business. 

In the “unreasonably low” 
price part of the Wheeler de- 
cree, the government inserted a 
procedural clause which differs 
from Section 3 of the Robinson- 
Patman Act. This puts on 
Wheeler the burden of proof that 
“ric’-cutting is not intended to 
lamare comnetition—not on the 
competitor charging price-cutting 
tactics. 


‘ 
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standard reporting form 
identical bids from 
formation can easily be trans- 
ferred for computer tabulation. 
And, adds one Justice staff mem- 
ber, “the simple problem of get- 
ting these forms into the field will 
take some time.” 

rhe final reports will attempt 
to spot persistent patterns of iden- 
tical bidding that may indicate 
prices were illegally reached 
through collusion. At present the 
department does not intend to 
reach back into bids from former 
years, but this may happen later. 

How many bids will be re- 
ported? “We don’t have any idea 
what the volume will be; it’s any- 
body’s guess,” says the antitrust 
staffer. 


about 
which in- 


Another Approach 


It’s clear that the Administra- 
tion hopes, by publicizing iden- 
tical bids, to cut down on the 
practice and, eventually, get a 
better price on the products it 
buys. But at the same time, Sen. 
Estes Kefauver (D-Tenn.), chair- 
man of the Senate Antitrust 
and Monopoly Subcommittee, is 
formulating proposals to amend 
and tighten antitrust laws. These 
are the amendments Kefauver 
has in mind: 


@Stiffer penalties for antitrust 
violators, both individual and 
corporate. 


@ An extension of liability for 
antit-ust violations to top cor- 
porate management, whether or 
not executives were directly in- 
volved in illegal activities. 


@An easing of the govern- 
ment’s job in presenting anti- 
trust evidence to courts. 


The last point could be the 
most important. It could mean, 
for example, that the Justice 
Dept. in an antitrust suit could 
submit a stack of identical bids as 
evidence and say to a corporate 
defendant: “Prove these prices 
were not reached through col- 
lusion.” 

Kefauver, who has conducted a 
month-long series of hearings into 
price fixing on electrical equip- 
ment, hopes that interest stirred 
by his inquiry plus talk by fed- 
eral officials about price-fixing 
will create enough backing in 
Congress to amend the antitrust 
laws. Congress is traditionally 
reluctant to tamper with antitrust 
laws and it will take such a surge 
of interest to get support for any 
changes. 


Purchasing Expert Chides P.A.s 
For Rejecting NAPA Dues Boost 


(Continued from page 1) 
feel you don’t need a better asso- 
ciation? Or are you too confused 
to know where you are going and 
don’t care to gamble $7? 

The NAPA executive commit- 

has asked members for per- 
mission to increase annual dues 
from $18 to $25, primarily to 
finance an expanded professional 
development program. The chap- 
ter-by-chapter balloting on the 
issue will be tabulated at the 
NAPA convention in Chicago 
next week. 

Hoagland, who also analyzes 
business trends for the NAPA, 
appeared in St. Louis to address 
the P.A.’s on Purchasing Prob- 
lems and Prospects.” But ‘e 
turned to the dues question fol- 
lowing announcement at the 
meeting of the vote against the 
increase. 


tpp 
tee 


‘Left Behind’ 


“If I have spoken too sharply,” 
Hoagland said, “it is because I 
am seriously concerned that if the 
purchasing profession does not 
move ahead in developing better 
people, it will be left far behind.” 

The Michigan state educator. 
who also has been one of the 
NAPA executive committee ad- 
visors in its professional deveilop- 
ment planning, called on purcha 
ing managers to give greater 
appreciation to the importance of 
smarter buying as a key to prot,» 

“At Michigan State.” he said, 
“every one of our purchasing 
graduates is in tremendous de- 
mand. Yet how many colleges 
ind universities across the country 
today offer graduate courses in 
purchasing or even undergrad- 
uate degrees?” 

Hoagland said purchasing as- 
soziations, such as the St. Louis 
and other groups, have not 
worked hard enough to demand 
hese programs and financially 
supported them.” 

NAPA leaders have been push- 


ing hard to win approval of the 
$7 dues increase proposal. Na- 
tional leaders at last report were 
hopeful the increase will go 
through, but some said there was 
only a 50-50 chance. 


Program to Proceed 


But no matter what the out- 
come on the dues question at 
Chicago, NAPA still will embark 
on its professional development 
program next year, paying the bill 
from organization reserve funds. 
The NAPA already has hired a 
full-time professional develop- 
ment director, M. G. Edwards, 
who is leaving his post as pur- 
chasing director of Storkline 
Corp., to start the NAPA job 
June 15. 


Tariff Commission Rules 
Against U.S. Producers 
Of Rayon Staple Fiber 


Washington—The U.S. Tariff 
Commission has decided that im- 
ports of rayon staple fiber from 
Belgium and France have not in- 
jured domestic producers. 

The commission considered 
the cases under the Antidumping 
Act at the request of the Treasury 
Dept., but found that during the 
mport period in question—about 
the first nine months of 1960— 
U.S. producers were pricing their 
products aggressively and sales of 
imported fiber declined sharply. 

“The importer gained no new 
customers du ing this period and 
there is no evidence that he sold 
at a price lower than that charged 
by the domestic producers for the 
same type fiber,” the Tariff Com- 
mission said. 

Two similar cases are still 
pending before the commission. 
Thev involve rayon fiber imports 
from Cuba and West Germany 
and are scheduled to be decided 
by mid-July. 
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PURCHASING AGENTS... 


Plenty ...in any currency. [That's why purchasing agents are using Emery Air Freight to maintain 
“hot list” parts and materials in adequate supply while keeping inventories at a cost-saving mini- 
mum. Emery gives same day or overnight delivery anywhere in the nation. Emery now enables 
you to go far and wide for new suppliers, to shop for the best at minimum cost. Plan now to take 
advantage of the speed and reliability of Emery by specifying “Ship Emery Air” on shipments from 
your vendors. To find out how much faster Emery can deliver your purchase order from anywhere 
in the country, call your local Emery man, or write... 


EMERY AIR FREIGHT 


801 Second Avenue, New York 17, New York Offices in all principal cities. 


NEW PACKAGE DESIGN: Westinghouse switched to new carton (r) with 
polystyrene packing after redesigning AB circuit breaker line. Cartons 
are easier to open and stack, more resistant to shock and vibration. 


| Uniform Prices Frustrate Buyers, Utility Says 


Chicago—Commonwealth Edi- 
son Co., Chicago Electric Utility, 
“still has a few puzzling price 
problems” in the wake of anti- 
trust actions against electrical 
equipment suppliers. 

Willis Gale, chairman of the 
utility, discussed the equipment 
price situation at the annual 
shareholders meeting here, citing 
service meters as an item on 
which “we continue to receive 
identical bids.” 

“There can be no reasonable 
objection to uniform prices if 
they are arrived at without collu- 


sion,” he said. “Certainly, one 
expects that for standardized 
products, competition is almost 
certain to result in uniform 
prices.” 

But he added: “Identical bids 
are frustrating to a buyer, and I 
don’t know how he can tell 
whether uniform prices have re- 
sulted from competition or from 
collusion.” 

Gale noted that “the predom- 
inant note of a great many of our 
letters from stockholders—and 
one which disturbs me very much 
—is the indication that many 


Value is what we're talking about. There isn’t a soul alive who would 
knowingly throw away a gold or silver or platinum watch case or pin 
or eyeglass frame. Because they're worth money. This sense of value is 
responsible for a considerable part of Handy & Harman’s Refining 
activity. Constantly, we are sent precious metal scrap from retail jewel- 


ers all over the country. (Yes, often in shoe boxes.) 


(nd just as constantly we wish that industry had the same sense of 
value when it comes to their precious metal “waste.” Just because it 
doesn’t look like anything doesn’t mean that it isn’t worth something. 


To show you where profits lurk, we’ve included a list showing the 


various forms of precious metal waste. 


It is by no means complete (it is possible that you have other forms). 
May we suggest that—should you be in doubt—you contact the Handy 
& Harman Refining Center nearest you. Further, if you are not in doubt 
about your waste bearing precious metals, but you are (or have been) 
in doubt as to its full value, it will profit you to send it to us. Our Bul- 
letin 24 describes our Refining Division in detail. A copy awaits you at 


Plating Solutions 

Precipitates, Sludges and 
Sediments 

Coated Copper Wire & Racks 

Filter Pads 

Anode Ends 

Tank Scrapings 

Electrolytic Silver 

Hypo Solutions 

X-Ray Film 

Coated Plastics, Ceramics, 
Glass, Mica, Quartz, etc. 

Chemicals 

Mirror Solutions — Silver 
Nitrate 

Turnings, Chips, Shavings 


Your No. I Source of Supply and Authority on Precious Metals 


HANDY & HARMAN 


General Offices: 850 Third Ave., New York 22, N. Y. 


BRIDGEPORT 1, CONNECTICUT 


Clearwater 9-8321 330 N. Gibson Rd. 


LOS ANGELES (Ei Monte), CALIF. | 
CUmberland 3-8181 


141 John St. 


CANADA: Toronto 2B | 
EMpire 8-6171 
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PROVIDENCE 3, R. 1. 
425 Richmond St. 
JAckson 1-4100 


Silver on Steel Bearings 

Silver Steel Turnings 

Grindings 

Blanking Scrap, Stampings, Strip, 
Wire 

Powder Mixtures 

Screen Scrap 

Solder Scrap 

Brazing Alloy Scrap 

Contact Alloy Scrap 

Silver on Steel, Tungsten, Moly Scrap 

Bi-Metal Scrap 

Silver Paint Waste, Wipe Rags, Paper 

Cans 

Platinum-Bearing Material 

Gold on Moly, Tungsten, Wire 


CHICAGO 22, ILL. 
1900 West Kinzie St. 
SEely 3-1234 


people appear to condone price- 
fixing and agreements to divide 
markets.” He said that some 
shareholders appeared to be con- 
cerned over the possibility that 
the utility might spend large 
amounts of money for legal fees 
and other expenses in connection 
with the antitrust matter. He as- 
sured them that, considering its 
importance, “our costs will be 
modest.” 


Humble Oil, Gulf Refining 
Take New Steps Toward 
Decentralized Purchasing 


Dallas—Two oil firms are 
moving more toward decentral- 
ized purchasing, with one— 
Humble Oil & Refining—now in 
the process of reorganizing its 
purchasing department to put 
more buying authority at the local 
level. 

Gulf Oil Corp. reports that 
two years ago, 65% of its ap- 
proximately $100-million annual 
purchases were processed at Pitts- 
burgh headquarters. This has 
been reduced to about 14%, and 
savings in “paper work” are esti- 
mated at about 2% of the total 
$100-million budget. 

Details of Humble’s plans are 
still lacking, but it is known that 
strong emphasis will be given in 
the future to buying at the local 
level. 

Humble recently named Hay- 
lett O'Neill manager of its pur- 
chasing department. Previously 
in charge of purchasing for 
Humble’s Southwest Region, 
O'Neill will be responsible now 
for coordinating material and 
equipment purchases for all of 
Humble. 


CountyRegainsAuthority 
To Buy Federal Surplus 


Milwaukee — Milwaukee 
County has regained the authority 
which it lost last October to pur- 
chase federal government surplus 
property. 

The county’s eligibility was 
suspended following a routine 
audit of its books which revealed 
that at least one county purchas- 
ing agent had been assigning sur- 
plus property to departments that 
were not legally permitted to use 
it. In return for being re-instated, 
the county has to repay the 
goverment the difference between 
the “fair market value” of the 
property and price for which it 
was originally obtained. 


Merger Called Off 


Oakland, Calif.—Kaiser Alu- 
minum & Chemical Corp. and 
Kawneer Co. have agreed by 
mutual consent to call off their 
proposed merger. The companies 
concluded, in effect, it was not 
worth the trouble to battle 
government objections. 

The proposal had drawn the 
fire of the Justice Dept. which 
claimed the merger would violate 
antitrust laws. Kaiser is an inte- 
grated aluminum producer, which 
operates primary reduction plants 
and semi-fabricating facilities, 
while the bulk of Kawneer’s busi- 
ness consists of manufacturing 
architectural and building prod- 
ucts. 
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A P/W Indicator Analysis 


Lower Imports, Rising Exports Speed Recovery 


New York—Relatively low im- 
ports combined with steadily ris- 
ing exports are helping to speed 
recovery, firm up some badly 
Sagging prices and ease balance of 
payment difficulties for the U.S. 

@QOn the export side—Over- 
seas sales have beefed up domes- 
tic production schedules in key 
areas such as machinery, metal 
products and chemicals, all of 
which appear headed fe: new 
export peaks in 1961. 

But increases are not limited 
to these specific products. Over- 
all, for the first quarter of 1961, 
exports were running at about a 
$20-billion annual rate—about 
2% above the levels prevailing in 
the last quarter of 1960. 

This already has had some 
effect on domestic prices, by 
stiffening supplier resistance to 
price shading in a wide spectrum 
of fabricated lines. 

In some cases the new trend 
has made for price boosts. 

@On the import side—Slow- 
down in the shipments of incom- 
ing goods also is speeding re- 
covery. Such hard-hit domestic 
industries as brass and steel mill 
products owe a substantial part of 
today’s better bookings to les- 
sened import competition. 

Take brass mill products. In- 
coming mill shipments over the 
first quarter amounted to only 
26.7-million lb. That’s 50% of 
the amount reported in the similar 
period of 1960. 

Much the same is true of steel 
mill products. According to the 
Iron and Steel Institute, imports 
this year to date came to only 
508,312 tons—63% below a 
year ago. 

In the finished goods field the 
drop-off in imports has been 
particularly strong in autos. Reg- 
istration of foreign cars were 
down 35% in the first three 
months of 1961. Domestic cars 
in the same period were down 
only 15%. 

But again the trend is a general 
one—hitting almost all other 
major product lines as well as 
steel and brass. The import totals 
tell the story. So far this year 
imports have been running 11% 
below year ago. 

These opposing import and ex- 
port trends are also having a pro- 
nounced effect on the balance of 
payment problem. 

In the first quarter, for ex- 


National Data Processing 
Signs With London Firm 


Dallas—National Data Proc- 
essing Corp., a subsidiary of 
Chance Vought, has signed a 
long-term marketing and manu- 
facturing agreement with Interna- 
tional Computers & Tabulators, 
Ltd., London, a manufacturer of 
punched card data processing 
equipment and electronic com- 
puters. 

Under the agreement, NDP 
has the option to acquire the 
rights to market and manufac- 
ture certain ICT equipment in the 
U.S. In return, the British firm 
has received the right to market 
and manufacture NDP equip- 
ment throughout Western Eu- 
rope, the British Commonwealth 
(except Canada), South Africa, 
and in other countries in which 
it does business. 
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ample, the widening advantage of 
exports over imports (see trade 
gap in chart above) provided the 
United States with almost $1-bil- 
lion in credit. The same period 
last year yielded only about $700- 
million. 

Thanks to this trade credit, the 
nation’s net loss of gold and 
dollars in the January-March pe- 
riod amounted to $300-million, 
or 25% of the $1.2-billion deficit 
posted in the last quarter of 1960. 

And all indications are that 


this trend is continuing. Last 
month, for example, the Federal 
Reserve announced that Uncle 
Sam’s gold hoard since early 
March actually had gone up by 
some $30-million. 

This temporary end of gold 
outflow could have important im- 
plications for interest rates, be- 
cause it gives the nation’s money 
managers more leeway for down- 
ward adjustments (if needed to 
spur the economy) without fear 
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of precipitating any big gold loss. Purchasing Week 
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CGAY LORD packaging service 


is “right next door” 


Wherever you are, there’s a Gaylord Man 
nearby. He’s always ready to lend a hand 
with any container project — plus a head 
full of practical knowledge about your 
entire packaging and shipping operation. 


And he is backed up by a fully-integrated 
nationwide organization, staffed and 
equipped to give you complete service. 


Find out what a good neighbor he can be. 
Give him a call today. 
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CROWN ZELLERBACH CORPORATION (4% 


GAYLORD CONTAINER DIVISION 


IN CANADA - CROWN ZELLERBACH 
CANADA. LTO. VANCOUVER. B.C, 


oa HEADQUARTERS. ST LouIs 
PLANTS COAST TO COAST? 


Ideas and news 


More air .. . less wear, with vibra- 
tion-free compressors: RO-FLO 
compressors with sliding-vane ro- 
tary design eliminate operating 
losses inherent in reciprocating 
machines. Centrifugal force keeps 
vanes in close contact with cylin- 
der walls, automatically compen- 
sating for wear. In addition, fewer 
moving parts result in less wear, 
reduced maintenance costs. 
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New transformer cuts installation 
costs: Allis-Chalmers lightweight, 
dry-type transformers can be 
mounted in half the time of ordi- 
nary types ... as easy as install- 
ing a wall switch or an up-to-date 
motor starter. Simple procedure: 
fasten the dry-type panel to the 
wall, install the coil/core section, 
and attach the front panel. No 
special hookup cable needed, 
thanks to a low temperature-rise 
level. These compact, wall-mount- 
ed units weigh 35% less than 
conventional designs. In addition, 
advanced A-C dry-type transform- 
ers incorporate every known factor 
in noise-level control, for quiet op- 
eration. Designs rated from 3 to 
25 kva. 


‘ 
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New control centers designed for savings: 
You save space, simplify wiring, reduce in- 
spection and maintenance expenses with 
new Allis-Chalmers low-voltage motor con- 
trol centers. Plug-in terminal blocks and 
drawout construction cut inspection time 
by speeding withdrawal or removal of units. 
Pushbuttons and pilot lights mounted on 
the removable frames eliminate failures 
common with hinged wiring. Special connec- 
tors prevent loosening of bus connections. 


Which one of these productive ideas could 
be working for you? 


Compressors that defy wear . . . transformers that cut installation costs... 
advanced control centers. These examples demonstrate the extra value that 
is standard with A-C .. . the greater efficiency and added productivity which 
are yours when you buy A-C products, systems and services. Call your A-C 
representative or distributor for details on A-C “worth-more” features. Or 
write Allis-Chalmers, Milwaukee 1, Wisconsin. 


ALLIS-CHALMERS PRODUCTS FOR INDUSTRY: compressors, controls, coolers, 
crushers, earth-moving equipment, engines, generators, industrial systems; kilns, 
lift trucks, mills, motors, pumps, rectifiers, screens, switchgear; thermal, hydro 
and atomic electrical generating equipment; transformers, unit substations. 


A-1470 


Ro-Flo is an Allis-Chalmers trademark. 


ALLIS-CHALMERS 


Traffic Group Proposes Task Force 
To Attack Small Shipment Problems 


Portland, Ore.—A task force 
Operation in conjunction with 
other shipper groups to deal with 
the small shipment problem has 
been proposed by the Western 
lraffic Conference. 

The group made up largely of 
department store, chain store, and 
mail order house traffic managers 
of the West Coast, tentatively 
named A.L. Russell, Pacific 
Coast Regional Traffic manager 
for Sears, Roebuck and Co., Los 
Angeles, to represent it on the 
shipper task force now being 
formed by the Eastern Industrial 
Traffic League to battle rising 
small shipment costs (see PuR- 
CHASING WEEK, May 15, 61, p. 
1). 

L.F. Dumont, traffic manager 
of Fred Meyer, Inc., Portland, re- 


Pennsy Starts Operating 
High Speed Freight Train 
Between Boston, Chicago 


Philadelphia — The Pennsy]l- 
vania Railroad has started run- 
ning a new high-speed freight 
train that cuts nearly 20 hours 
from the transit time between 
Boston and Chicago. 

Named the Yankee Jet, the 
new train leaves Boston at 5:30 
p.m. daily and arrives in Chicago 
during the early hours of the sec- 
ond morning. A railroad spokes- 
man said an eastbound com- 
panion service on approximately 
the same schedule will go into 
Operation soon. 

The new train opens the door 
for an expansion in Pennsylvania 
piggyback service. Previously, 
shipments from New England to 
the West have had to move on 
ferries across New York harbor, 
and clearance restrictions at 
docking facilities there had pre- 
vented passage of highway trail- 
ers on flat cars. 


ICC Examiner Okays 
Expansion by Ringsby 


Denver — An ICC examiner 
has recommended that the Com- 
mission give Ringsby Truck Lines 
authority to set up a nation-wide 
bulk commodity hauling service 
for shippers. 

The proposed operation would 
be an extension of the bulk com- 
modity service which Ringsby al- 
ready is providing in California 
and other western and _ mid- 
western states. 

A Ringsby spokesman said 
that after final ICC approval, the 
company will spend over a mil- 
lion dollars in custom-built 
equipment for transporting both 
liquid and solid commodities. 
Minimum rates for the service 
would be based on shipments of 
63 cu. ft. or 500 gal. 


Lease Plan Set Up For 
Heat Treating Furnaces 


Detroit—A_ plan for leasing 
capital equipment to users of in- 
dustrial heat treating furnaces and 
accessories has been put into op- 
eration by A. F. Holden Co. here. 

Equipment to be leased in- 
cludes electric and gas-fired salt 
bath furnaces, gas fuel luminous 
wall furnaces, and automated and 
conveyorized heat processing 
units. 
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tiring president of the organiza- 
tion, said WTC membership is 
particulariy interested in ship- 
ments falling between the parcel 
post rate and the 100-lb. freight 
minimum. 

“We believe there should be 
an equitable rate to free us from 
paying the full charge of a 100- 
lb. shipment,” said Dumont. 
“We're interested in moving our 
goods expeditiously at an eco- 
nomical cost without a high mini- 
mum.” 


LIMITLESS GUARANTEE: 
‘High Capacity’ 
automobile tire is being intro- 
duced by Gates Rubber Co. as 
part of 50th anniversary celebra- 
tion. Tire is ‘‘guaranteed with no 
time or mileage limit,” says 
Charles C. Gates, Jr., executive 
vice president shown here (r) with 
C. H. Mingle, director of market- 
ing. If tire fails while any original 
tread is left, customer gets new 
tire free. Cost will be slightly un- 
der price of other premium tires, 
says Gates. 
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New 
premium nylon 


| Airline Merger Opposed 


Washington — Northwest Air- 
lines and Delta Air Lines asked 
the U.S. Court of Appeals in 
Washington to overturn the CAB 
order approving merger of Cap- 
ital Airlines into United Air Lines. 
The merger is scheduled to take 
place June 1. 

Both Northwest and Delta 
claim they would lose large 
amounts of traffic and revenue to 
United, which after the merger 
would be “the world’s largest air- 
line.” They contend the CAB 
acted illegally in refusing to con- 
sider stripping away some of the 
Capital routes which United 
would acquire. 


Excessive heat build-up caused by constant flexing — even in environmental temperatures — 
is the major cause of V-belt deterioration. BoStTRON with Neoprene remedies this problem. 


Neoprene withstands heat up to 165°F. (ordinary belts deteriorate at as low as 115°F.), 
and gives greater resistance to oils, ozone, chemicals, abrasion. This means a high safety 


margin, long life. 


Neoprene with Fiber-Dispersed Stock in BosTRON’s compression member provides: (1) high 
cross-wise rigidity, (2) exceptional length-wise flexibility, and (3) extra tensile member 
support. Fibers are closely packed, in straight lines, and virtually frictionless. 


BosTRON’s Tensile Member, by actual test, gives greater stability, 40% more strength, and 
is inherently stretch resistant. Moisture gain is only 1/20th that of conventional reinforcing 
fiber. A special heat and tensioning process for the cords further minimizes stretch. BoSTRON 
withstands more shock loading, needs less maintenance, and shows minimum growth even 
after months of operation. 


Inside and out, your best buy is BostRon v-BELTS with NEOPRENE 


AMERICAN BILTRITE RUBBER COMPANY 
BOSTON WOVEN HOSE & RUBBER DIVISION 
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INDUSTRIAL HOSE 


BOSTON 3. MASSACHUSETTS 


BELTING V-BELTS PACKING MATTING 
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Conventioneering 


First-timers at the NAPA Convention June 4-7 
in Chicago may be a bit bewildered by the number 
of meetings, activities, exhibits and people to meet. 
There’s so much to see and do that it’s easy to miss 
out on lots of valuable information and contacts 
without some sort of blueprint for covering the 
show. Here are a few suggestions from experienced 
convention-goers that will help beginners and old- 
timers alike get more out of the meeting: 


®@ Contacts: Many members from smaller associations come 


® Panel Sessions: These cover specific purchasing problems 
rather than commodities. Pick out the ones most applicable to 
your own problems. Take plenty of notes during the question, 
answer, and discussion periods. 

@ Annual Banquet: This is a formal session with an excel- 
lent dinner, a chance to see your officers, past and present, 
and listen to a key address. It is usually over by 9:30 p.m. 
which gives you a chance to make some social visits later. 

® Inform-A-Show: Try to give this show a quick once-over 
when it opens Sunday afternoon, to note what new products 
and services are on display. Then go back either Monday or 
Tuesday to spend some time investigating products that inter- 


with their local group and have a tendency to stay together 
during the convention. The convention gives you an oppor- 
tunity to make new friends in the profession, particularly those 
in your field. Watch the tags for their companies and names 


and introduce yourself. 


® Early Birds’ Dinner: This is one of the few social affairs 
at the convention and you should attend for the opportunity 
it affords to meet people. The seating arrangements are well 
planned and while you may be seated with part of your local 
group, you will also find P.A.’s from other areas at your table. 

® General Sessions: The opener is a must as it sets the 
theme of the convention. Don’t take notes on the talks; they 
will all be published later. Sit near strangers, if possible, so 
that you can make their acquaintance during the stretch 


recesses, 


® Group Sessions: Attend the ones pertaining to the things 
Pay special attention to informal discussions and 


you buy. 
make notes of pertinent points. 


= 
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From the high seas to the purchasing 
field has been the steady course of a 
number of Navy men. Thus: 

@ Which officer is the P.A. in the 
photo above? If you picked the one 
with the most impressive insignia 
(middle, background)—you're right. 

He’s Commander Burton Denman, 
shown above with a group of students 
from his radio and electronics class. 
Denman is Manager of Supply and 
Purchasing at The Geotechnical Corp. 
(Garland, Tex.) and a veteran of 18 
years in the Naval Reserve. 

Besides a second career in the Navy 
—which occasionally takes him to 
faraway ports—Denman finds time to 
keep up with his woodworking hobby 
and his golf. 

@ During World War II, E. F. An- 
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ested you on the earlier tour. 

@ Annual Meeting: This is held on Wednesday and gives 
an excellent summary of your association, its activities, 
finances, and other data. 

®@ Convention Report: The boss has permitted you to spend 
company funds to go to the convention, and a report of 
what you learned is in order. This report should be fairly 
brief and include the following: 


@ Outstanding talks: List names and subjects of 
general session speakers only. 

® Business outlook: Use your notes to highlight 
what you picked up in your contacts. Of course, 
make particular mention to your own industry. 

@ New P.A.’s contacted: Names and companies, 


particularly of customers. 


© New ideas for purchasing applicable to your 
company: Make brief outline and circulate it to 


all divisions. Follow up with complete plans later. 


drews, Vice President of Purchases at 
Allegheny Ludlum Steel Corp. (Pitts- 
burgh) earned distinction as a frogman. 

Andrews (seen in photo on right as 
he looks today) more or less came to 
the end of his underwater exploits 
when he left the Navy in 1945 as a 
lieutenant senior-grade (now his 
scuba-diving skills are used only when 
he’s in Florida). “Around Pittsburgh,” 
he says, “there’s not much diving.” 

Andrews was national president of 
the N.A.P.A. in 1953-54. 

% x * 

When they speak of active members 
of the P.A.’s Assn. of Alabama, Cloice 
E. Temple’s name heads the list. 

Temple, recently transferred as P.A. 
from the Allis-Chalmers Mfg. Co. plant 
at Gadsden, Ala. to the firm’s Nor- 


Personal glimpses of P.A.’s 
as they march by in the news 


wood (Ohio) Works, has established 
a record for perfect attendance at the 
association’s meetings. Since 1949, 
when he was elected president until 
last month when he left for his new 
assignment, Temple never missed a 
meeting, even though they were held 
in Birmingham—65 miles from home. 

He was also president of the group 
in 1957-58 and was elected vice-presi- 
dent of N.A.P.A. District 7 last year. 
Despite his business and P.A. duties, 
Temple is active in civic affairs 
taught Sunday School; was director of 
the Gadsden area Boy Scout Council; 
a reserve officer in the U.S. Army; and 
is a member of the Gadsden Country 
Club. 

Robert H. Paine’s recent promotion 
and transfer from buyer in Pennsalt 
Chemical Corp.’s Portland, Ore., office 
to Purchasing Agent in the firm’s 
Tacoma, Wash., office will give him 
and his wife a new state to explore. 

Confirmed travelers of highways and 
byways, the Paines have explored 
and recorded with their color camera 
many parts of Oregon which most 
natives of the state have never seen. 


PUBLISHER...... Charles S. Mill 
EDITOR... .Edgar A. Grunwald 
Managing Editor.... . John M. Roach 
News: 


Peter D. Rankin, Hugh R. Rawson, Kathleen 
G. Haase 


Price Trends: 
Robert S. Reichard.... 
Dan Balaban 


....SENIOR EDITOR 


Products: 
David Bressen............-- SENIOR EDITOR 
Thomas C. Hunter 


Management: 

William R. Leitch.......... SENIOR Ep!IToR 
Domenica Mortati, Gerald M. Walker, 
Robert B. Young 


Presentation: 

Samuel Cummings, Allen C. Hoffman, James 
P. Morgan, Milton O'Neal, Kendra Var- 
tanian 

Consulting Editors: 

Dr. Clyde T. Hardwick (Administrative- 
Managerial Strategy), F. Albert Hayes 
(Purchasing Methods), Robert C. Kelley 
(Purchasing Practice), Martin L. Leibowitz 
(Operations Research), Joseph W. Nichol- 
son (Governmental Purchasing), John M. 
Owen, Jr. (Strategy Games, Purchasing The 
ory), Sydney Prerau (Law, Taxes) 


McGraw-Hill Economics Staff: 
Douglas Greenwald....... Mar. ECONoMi¢ 
SERVICES 


Alfred Litwak 
Dexter M. Keezer, Economic Advisor 


McGraw-Hill News Bureau: 


I ed 5 6 rae eek gob 08 DIRECTOR 
Margaret Ralston....... MANAGING EpITor 
Washington: 

Cerne: BH. Brvant, Fo osc cccccvsess CHIEP 


Glen Bayless, Donald O. Loomis, Alan 
Adams, Herbert Cheshire, John Donaldson, 
Arthur Moore, Morton Reichek 


Bureau Offices: 

Billy E. Barnes, Atlanta; Stewart W. Ram- 
sey, Chicago; Arthur Zimmerman, Cleve- 
land; Marvin Reid, Dallas; Donald Mac- 
Donald, Detroit; Kemp Anderson, Los An- 
geles; Jenness Keene, San Francisco; Ray 
Bloomberg, Seattle; Omnie M. Marashian, 
Beirut; Morrie Helitzer, Bonn; John Pearson, 
Caracas; John Shinn, London; Peter Weaver, 
Mexico City; Ernest Conine, Moscow; Rob- 
ert E. Farrell, Paris; Leslic Warren, Rio De 
Janeiro; Sol Sanders, Tokyo 


Assistant to the Publisher: 
Raymond W. Barnett 


Marketing Services Manager: 
E. J. Macaulay 


Business Manager: 
L. W. Nelson 


PURCHASING WEEK is published weekly by McGraw 
Hill Publishing Company, Inc. Founder: James H 
McGraw (1860-1948). 

SUBSCRIPTION PRICE: Available only by paid sub 
scription. Publisher reserves the right to refuse 
nonqualified subscriptions. Subscriptions to Purchas 
ing Week solicited only from purchasing executives 
in industry, business, and government. Besition and 
ompany must indicated on subscrip- 
tion orders forwarded to address shown in box 
below. U. S. Subscription rate for individuals in 
the field of the publication $6 a year; single copies 
50 cents. Foreign rates on request. 


EXECUTIVE, EDITORIAL, CIRCULATION, AND AD. 
VERTISING OFFICES: McGraw-Hill Building, 330 
West 42nd Street, New York 36, N. Y. Telephone: 
LOngacre 4-3000. Teletype: TWX N. Y. 1-1636. Cable 
Address: McGRAWHILL, N. Y. 

Printed in Albany, N. Y.; second-class mail post. 
age paid at Albany, N. Y. Title ® reg. in U. § 
Patent Office. © Copyrighted 1961 by McGraw-Hill 
Publishing Co., Inc. Quotations on bulk reprints 
of articles available on request. All rights reserved, 
including the rights to reproduce the contents of this 
publication in whole or in part. 


OFFICERS OF THE PUBLICATIONS DIVISION: Nelson 
L. Bond, President; Shelton Fisher, Wallace F. Traendly, 
Senior Vice Presidents; John R. Caliaham, Vice Presi- 
dent and Editorial Director; Joseph H. Allen, Vice- 
President and Director of Advertising Sales; A. R. 
Venezian, Vice President and Circulation Coordinator. 
OFFICERS OF THE CORPORATION: Donald CC. 
McGraw, President; Joseph A. Gerardi, Hugh J 
Kelly, Harry L. Waddell, Executive Vice Presidents; 
L. Keith Goodrich, Vice President and Treasurer; 
John J. Cooke, Secretary. 

UNCONDITIONAL GUARANTEE—The publisher, upon 
written request, agrees to refund that part of the 
subscription price applying to the remaining un- 
filled portion of the subscription if editorial service 
is unsatisfactory, if the subscriber is no longer in 
the field served by the publication, or for any other 
reason. 


i 


SUBSCRIPTIONS: Send subscription correspondence 
and change of address to Fulfillment Manager, 
Purchasing Week, 330 West 42nd St., New York 
36, N. Y. Change of address should be sent 
promptly, giving old as well as new address and 
including postal zone, number, if ony. If pos- 
sible enclose an address label from a recent 
issue of the publication. Please allow one month 
for change to become effective. 


PURCHASING WEEK ASKS... 


What's your policy on lobby interviews? BO STO Nox QUALITY 


Ernest Blair, purchasing agent, Colson 
Corp., (casters & hospital equipment, ; 
on sprockets and chain 
“Hurried and unsatisfactory _inter- 

views result in poor supplier relations 
and inferior purchasing performance. 
We feel the lobby is no place to discuss 
business matters. A relaxed atmosphere 
is necessary for satisfactory interviews, 
and the salesman is entitled to a fair 
chance of presenting his product. If in 
extreme emergency it is impossible to 
invite a salesman into our office, we give 
him the privacy of a lobby phone.” 


R. J. Atkins, purchasing agent, Resis- 
toflex Corp. (corrosion-resistant flexible 
products), Roseland, N. J.: 

“We definitely discourage them. 
Some of the reasons for this are: (1) A 
salesman who calls on us is Our guest, 
and our guests are invited inside. (2) 
One does not know who the other 
people are who may be in the lobby at 
u given time. There may be competitors 
—yours or his. (3) The impression 
created by lobby interviewing is bad. 
It suggests poor organization, lack of 
consideration, and general shoddiness.” 


J. S. Scofield, purchasing agent, Potlatch 
Forests, Inc. (forest products), Lewiston, 
Idaho: 

“We feel all our sales technicians and 
engineers are entitled to a private inter- 
view. Our reasons are: (1) We depend 
upon vendor sales personnel to keep us 
up-to-date on their companies’ new 
products and developments. (2) The 
sales representative helps us with new 
ideas on production, maintenance, cost 
cutting programs, etc. I feel any in- 
dividual who provides this service is en- 
titled to a private interview.” 


S. B. Fisher, purchasing agent, Stainless 
& Strip Div., Jones & Laughlin Steel 
Corp., Indianapolis: 

“We do not believe in lobby inter- 
views. Disadvantages of this arrange- 
ment are obvious and too numerous io 
mention. A vendor’s representative, 
granted the privilege of private discus- 
sion, not only makes his presentation 
more efficiently, but leaves with a feel- 
ing of respect and appreciation for us 
and our company.” 


kK. P. Behrens, purchasing manager, 
Sealy Mattress Co., Chicago: 

“Every representative is entitled to a 
full and impartial, private interview 
where he may feel completely at ease “ 
in his presentation. We feel lobby in- 1488 types and sizes. From local stock 
terviews are undesirable unless: (1) Off th h if f ; 
usual private area where such business e sne - at fa j 
is conducted is not available due to F ™ ctory prices. 
presence of a competitor; (2) a confiden- or any chain ] /4” 4 ] 
tial discussion is being held in the y drive 1/4 to 2 pitch iy 


vicinity; (3) a sales person from some Roller, Block, Ladder. See Catalog 57 


out-of-town point arrives with limited 


time and is unable to wait.” Design around the quality leader. 
J. O. Wise, purchasing agent, Div. of IN STOCK at your nearby DISTRIBUTOR 


Barry Wright Corp., Barry Controls 
Western, Glendale, Calif.: 


“We do about 90% of our interview- 
ing in the lobby. We find this keeps ihe 
interviews short and to the point, thus > ® 
allowing us to see more salesmen. If we 
have a particular problem to discuss, or 'Y) 


feel that the product or services offered 
are of interest to us, the salesmen is in- 
vited into the conference area for further foston Gear Works, 1961 
discussion.” Quincy 71, Mass. 


‘eo 


May 29, 1961 


Purchasing Week 


—____. This Week’s 


a ee 
Foreign Perspective 
MAY 29-—JUNE 4 


The hunt for new products is world wide, and international 
trade fairs have been attracting record crowds throughout the 
world this spring. Purchasing Week correspondents visited some 
of the most recent exhibits, reporting these highlights: 

Tokyo—Japan, eying the rapidly developing export market, 
placed special emphasis on electrical goods and construction 
machinery at its annual industrial trade show last month. Among 
the electronics products were new applications of thermo-clements 
and photo electronics. 

@Sanyo Electric came out with a refrigerator, thermo pac, 


+ OISPATCH © 


\ with 16, 12, 8 and 88 
Sanyo now claims it produces 
of the cost of other manufacturers, o1 


. ] . toy 
i cooling system, 


thermos can, and pane 
thermo-modules respectively 
thermo-elements at 25% 
about $2.80 per element 

@ Electronic ranges, electronic printers and enlargers, thermo- 
electric drink stands and refrigerators were among other products 
on display. Principal exhibitors: Hayakawa Electric and Hitachi. 

@ Heavy machinery a big export push. Industrial 
machinery and machine tools totaled 57% of the exhibits. Chief 
machinery displayed included bulldozers, convertible shovels, 
wheel and wagon cranes, power shovels and cranes. 

* e e 

Toronto—Canadian and British manufacturers are also gearing 
a strong export drive. This was evident as some 400 exhibits from 
Canada, the U. S., Great Britain, and Europe went on display at 
Canada’s National Industrial Production Show. One Canadian 
firm, Retor Developments, Ltd., of Galt, Ont. exports 80% of its 
products into the U.S. market. Among these are: engine lathes, 


received 


This label speeds styles from sewing-room to showroom overnight 


Styles stitched together today can set trends tomorrow anywhere in the 50 states and Canada, when 
they get the distinctive AIR EXPRESS label. This label tells many things to many people. It tells the 
drivers of 13,000 special AIR EXPRESS trucks to pick up and deliver door-to-door. /t tells the loading 
crews of America’s 35 scheduled airlines that this shipment goes first on, first off. And it says that it 
rates kid-glove handling all the way. Are you planning to 


ship new products or styles? Call AiR EXPRESS today and 
discover how little it costs to put this label on your shipment 


AIR EXPRESS 


and get all the competitive advantages that go with it. 


& CALL AIR EXPRESS DIVISION OF REA EXPRESS GETS THERE FIRST VIA U. S. SCHEDULED AIRLINES 


turret lathes, 
lathes and 
planers, 
machines. 
Other heavy and 
equipment: 


vertical _ turret 
boring machines, 
Shapers and _ milling 


precision 


® B&K Roller Die Co., Ltd., of 
Toronto showed custom roll 
forming machines and equipment, 
uncoilers, and flying dye type pre- 
piercing and cut off presses at 
U.S. markets. 


®@ Associated Electrical Indus- 
tries, Ltd., of Stafford, England, 
revealed a new motor which is 
expected to be used extensively 
in such applications as driving 
fans in connection with heat ex- 
changers and condensers and on 
centrifuge machines. The motor, 
now handled by Associated Elec- 
trical Industries (Canada), Ltd., 
has two speeds and is single- 
winding. 


®@ Ekco Electronics, Ltd., South- 
end-on-Sea, England displayed 
its Ekco fluoroscopy gage N683. 
A precision instrument, it is 
known technically as the Ekco 
secondary X-Ray Gauge and is 
designed to take such measure- 
ments as tinplate on steel base, 
zinc on steel base, lacquer coat- 
ings on tinplate, silver halides in 
photographic materials, print- 
ability of papers, paint films on 
any metal base, thin silver plate 
on individual samples, and plas- 
tic films on various bases. 


Hannover, Germany — Eighty 
percent of the exhibitors at the 
Hannover Fair reported a drop in 
business, and numerous sources 
attribute the fall off in sales to the 
revaluation of the German 
mark. West Germany’s ma- 
chinery industry association: is 
worrying also that the revaluation 
of the mark may weaken its com- 
petitive situation on the world 
markets when combined with in- 
creasing labor costs, which last 
year caused an average price in- 
crease of 6%. 

Government-backed U. S. firms 
used the fair to step up an export 
drive to Germany. American par- 
ticipation at the show increased 
by some 40%. The contingent of 
129 firms made the U.S. showing 
the second largest among foreign 
exhibitors (second to France), 
compared with fifth place in 
1960. 


International Harvester 
Unveils New Truck Line 


Chicago—International Har- 
vester Co. is using reinforced 
fiberglass for the hoods and front 
fenders on two new series of 
diesel trucks. 

The one-piece fiberglass as- 
sembly eliminates separate fend- 
ers, fender braces and the con- 
ventional radiator shell. It saves 
weight and at the same time, by 
tilting forward 90 deg., makes 
all front-end components easily 
accessible, International said. 

The new trucks have been des- 
ignated as the 400 Series models. 
They are counterparts of Inter- 
national’s DCO-400 series of cab- 
over-engine trucks and most of 
their parts are interchangeable 
with those of the DCO-400 series. 

The standard diesel engine for 
the new models is an 180-hp. 
in-line six. Nine optional engines 
are available, including in-line 
six, V-6 or V-8 designs. Horse- 
power ratings range up to 335. 


General Cable Files Dumping Charge 
Against Three Canadian Companies 


New York—General Cable 
Co. filed a complaint with the 
lreasury Dept. charging three 
Canadian companies with vio- 
lating the U.S. antidumping law 
by cutting prices on telephone 
cable sold to the Air Force’s 
Air Materiel Command in Rome, 
N.Y. 

General Cable claims the 
Canadian firms are selling the 
telephone cable in the U.S. at 
prices ranging from 28% to 
38% below the comparable 
price in Canada. 

A General Cable spokesman 
cited as an example a bid sub- 
mitted by Phillips Electrical Co., 
Ltd., on paper-insulated, lead 
sheath telephone cable. He said 
the Canadian company sold one 
type (404-pair, 22-gage) in the 
J.S. for $2,018/1,000 ft., ap- 
proximately 30% under the 
Canadian price of $2,901. 

The Treasury Dept. said it 


Canadian Shell Merges 
Purchasing, Transport 
For Greater Efficiency 


Calgary, Alberta—Shell Oil Co. 
of Canada, Ltd., has merged its 
purchasing-stores and transporta- 
tion divisions and also created a 
new division services headed by 
its former purchasing-stores su- 
pervisor. 

Heading the merged purchas- 
ing-transportation setup is J. F. 
M. Stuart, formerly area automo- 
tive superintendent. The com- 
pany said the merging of these 
functions was prompted by the 
close relationship of purchasing 
and transportation, and was 
aimed at “greater efficiency.” 

As head of the new division, 
Stuart will be responsible for pur- 
chasing-stores, as well as for com- 
munications, transport engineer- 
ing and the storage garage. 

At the helm of the newly- 
created division services is D. G. 
Lamb, former purchasing-stores 
supervisor. He is over-all head of 
a variety of activities serving the 
Calgary operation: purchasing- 
stores, survey and drafting, treas- 
ury functions, truck fleet and 
company garage, as well as public 
relations, personnel, and indus- 
trial relations. 


D&R Joins Dutch Firm 


In Pact on Marine Paint 


New York—DeVoe & Reyn- 
olds Co., Inc., has joined with 
the Dutch paint maker, Pieter 
Schoen & Son, in a reciprocal 
agreement for selling marine 
paint and for providing tech- 
nical services to ship operators 
throughout the world. 

Under the arrangement, De- 
Voe will sell Schoen’s Lily brand 
paints in the U.S. and the rest 
of the western hemisphere, while 
Schoen will represent DeVoe’s 
interests in Europe and other 
parts of the globe. 

The companies will provide 
technical services to each other’s 
customers in their respective 
market areas. In addition, they 
have established controls to in- 
sure that DeVoe and Lily marine 
paints can be used interchange- 
ably. 
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would launch an investigation to 
see whether the charge is true. If 
it is found that the price cutting 
is hurting American producers, 
machinery could be set up under 
the antidumping law to equalize 
U.S. and Canadian prices by 
imposing higher traffs on the im- 
ported cable. 

In addition to Phillips, Cana- 
dian companies named in the 
complaint were Northern Elec- 
tric Co. and Canada Wire & 
Cable Co., Ltd. 


Export Transistor Kits 

Tokyo—Six manufacturers of 
transistors have asked the Min- 
istry of International Trade and 
Industry (MITI) to reduce the 
export price of transistor kits 
from $2.50 to $1.50 or $1.60 
and to discontinue the prevailing 
discount rates for large consign- 
ments. 

The manufacturers claim the 
reduction should be made so that 
the export price of kits, which 
contain six transistors and one 
diode, will correspond with that 
of six-transistor radios. MITI 
lowered the export price on the 
radios to a minimum of $6.50 
unit last April 1. 


De Beers Forms Subsidiary to Make 
Synthetic Diamond Grit Commercially 


London—De Beers Consoli- 
dated Mines, Ltd., has formed a 
subsidiary to manufacture syn- 
thetic industrial diamonds on a 
commercial scale in South Africa, 
the company reported this week. 

The subsidiary, Ultra High 
Pressure Units, Ltd., is “well ad- 
vanced” in building a factory 
near Johannesburg, and produc- 
tion is scheduled to start early 
in the second half of this year. 

The plant will make abrasive 
diamond grit used in the manu- 


facture of grinding wheels, simi- 
lar to the product being marketed 
by the General Electric Co., Ltd. 
The move is chiefly insurance 
against possible interruption of 
natural bort supplies from the 
Congo, the company said. 

The company said preliminary 
tests had shown natural dia- 
monds to be superior in many op- 
erations to synthetic grits, but 
expressed confidence the dia- 
mond abrasives market could be 
expanded to include both. 


A brand new way to lower washroom costs 


New Twin-C , 


Sorbette 


unfolds by itself 


Here’s a C-fold paper towel 
that actually unfolds itself, as it 
is pulled from the dispenser. 
The full drying surface is in- 
stantly exposed—ready for 
use — without fumbling or un- 


folding! 


An exclusive new folding 
method makes it possible for 
you to enjoy substantial savings 
in your towel costs. Here’s why: 

The Twin-C Sorbette seems 
twice as large as ordinary C- 
fold towels. Therefore, users 
are less likely to take unneces- 
sary towels. Typical washroom 
installations result in savings of 


10 to 40%. 


Twin-C Sorbette is made only 
by Crown Zellerbach but fits 
any standard C-fold dispenser. 

For samples and more infor- 
mation, contact your nearest 
Crown Zellerbach distributor. 
Or write us at One Bush Street, 
San Francisco, California. 


Look at the difference 


in drying size. 


The Twin-C Sorbette towel 
seems twice as large, because 
it’s already unfolded. With 
conventional C-fold towels 
more than half the drying 


surface is hidden. 


© Sorbette 


es 
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Distributor Sales Division 
in Canada address product inquiries to Crown Zellerbach Limited, Vancouver, 8.C. 


Milwaukee—The P.A.’s role 
in a materials management or- 
ganization caused some heated 
discussion at a Marquette Uni- 
versity-Milwaukee Assn. of Pur- 
chasing Agents seminar here last 
week. 

Students at the jointly spon- 
sored program argued the pros 
and cons of materials manage- 
ment—particularly the approach 
that puts purchasing in the same 
organizational stratum as traffic, 
stores, inventory control, sched- 


uling and production planning 
under an_ over-all materials 
manager. 


The gist of the argument against 
materials management was that 
the concept—aside from its or- 
ganizational merit—merely drives 
purchasing back into the limbo 
from which it has so pains- 
takingly climbed. The argument 
ran that purchasing loses both 
stature and responsibility under 
materials management, and the 
P.A. becomes even more remote 
from “top management.” 

Edward Heineman, General 
Electric Corp.’s materials mana- 
ger, provoked this controversy in 
his second-day presentation of 
how his system works at GE. 
In his talk, Heineman anticipated 
some P.A.’s objections by reason- 
ing that a well trained buyer has 
as much claim to a materials 
Management position as, say, an 
aggressive accountant. 

“If the P.A. is satisfied to sit 
in the corner with his requisi- 
tions, O.K.,” he said. “But if he 
is aggressive, always ready to 
assume more responsibilities, and 
has the necessary qualities of an 
executive and manager, he has 
nothing to worry about.” 

Heineman, citing GE’s success 
with materials management, 
warned that the method is “rec- 
ognition of the entire and re- 
lated cycle of materials control, 
and not just promotion of a P.A. 
or a production manager, or an 
expansion of the Inventory Con- 
trol unit.” 

He went on to say that ma- 
terials management is “one of 
the few remaining, and perhaps 
the most profitable, areas yet 
available to general management 
for the achievement of operating 
efficiency and reduced manufac- 
turing cost.” 

The first and third day’s topics 
were value analysis and internal 
communications. J. K. Fowlkes, 
president of Value Analysis, Inc., 
documented several cases in 
which redesigning through value 
analysis has pushed down ven- 
dor’s prices. Fowlkes set a goal 
of “at least 25% price reduction” 
for value analysis projects. He 
concluded his talk by saying that 
value analysis “breaks down the 


Abrasive Grain Booklets 


Cleveland — The Abrasive 
Grain Assn. is preparing a series 
of booklets explaining composi- 
tion and major uses of abrasive 
grain. They will be published 
late this year. 

Two of the booklets will cover 
the history and physical and 
chemical properties of abrasive 
materials. Each of the others will 
be concerned with some phase 
of their use: in bonded and 
coated abrasives, blasting, barrel 
finishing, super-refractories, wire 
sawing, polishing. 
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P.A. Role in Materials Management 
Is Hot Topic at Milwaukee Seminar 


barriers” of habitual attitudes, 
and opens great possibilities for 
creative cost reduction. But, he 
warned, the technique cannot be 
learned from pamphlets or semi- 
nars; it must be based on actual 
project teamwork with engineers. 
Dr. Robert N. McMurry, a 
psychologist and head of his 
own nationwide consulting firm, 
closed the seminar with a dis- 
cussion of the psychological and 
organizational blocks to effective 
internal communications. 


PROFIT MANAGEMENT: J. K. 


Fowlkes, 
of Value Analysis, Inc., cites ways of building profits 
and cutting costs through proper application of VA. 


president SERIOUS STUDENTS: Members listen intently to sug- 
gestions for improving performance at joint Milwau- 


kee Purchasing Agents-Marquette University Seminar. 


SYLVAMIA SHAVES COSTS 
FOR SCHICK-IN PLASTICS; METALS 
AND ASSEMBLIES 


Producing the switch for a compact, 3-speed electric 
razor leaves almost no margin for error. It must be 
precisely built and still withstand the punishing 
abuse of day-to-day handling. 


facilities assure durable, precision parts and assem- 
blies as well as high-speed production. The combina- 
tion means important economies to Schick. 


For details, see captions at the right. For full informa- 
tion on how Sylvania custom parts facilities can 
benefit you, or for a quote on a specific project you 
have in mind, write Sylvania: Electric Products Inc., 
Parts Division, Warren, Pennsylvania. 


In making the switch for the new Schick razor shown 
below, Sylvania Parts Division meets these require- 
ments. Our experience with a wide range of ma- 
terials resulted in better electrical contacts. And our 
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| Rising Demand Pushes OvertimeIndex Upward 


New York—Rising industrial 
demand pushed PURCHASING 
WEEK’s Overtime hour index up 
to 71.4 (1956=100) in April— 
the first rise in seven months. The 
new level is 5% above March and 
only 5% below a year ago. 

Significant is the fact that both 
hard goods and soft goods in- 
dustries are sharing in the gain. 
That’s the first time in almost a 
year that both have gone up at the 
same time. 

Preliminary indications point 
to further rises in May. A com- 
bination of rising new orders and 


buyer insistence on quick delivery 
is forcing many suppliers to turn 
to more overtime work. 

Based on past experience, the 
index should continue to climb 
through 1961. In the comparable 
period of 1958, when the econ- 
omy was again just coming 
out of a recession, the index was 
also hovering around 70. But 
it climbed steadily after that 
reaching a high of 107 in mid- 
1959. 

As long as the index continues 
to climb, it’s a pretty foolproof 
sign that the economy is in up- 


trend. For this index is a lead 
indicator: Whenever it rises it is 
generally followed a month or 
two later by a rise in general in- 
dustrial production. 

Another optimistic sign: The 
rise in overtime is boosting the 
average work week. In April, 
for example, the work week 
climbed to 39.2 hours—up .2 
hours above the previous month. 

What makes this so news- 
worthy is the fact that this is a 
contraseasonal movement. Ac- 
cording to the Labor Dept., the 
work week usually drops in April. 


Washington—L egislation to re- 
quire Congressional publication 
of all identical bids received by 
federal contracting agencies 
still a possibility. 

_ The House Subcommittee on 
Executive and Legislative Reor- 
ganization, headed by Rep. Wil- 
liam Dawson (D-Ill), held two 
days of hearings on a bill (HR- 
4570), introduced by Rep. Wright 
Patman (D-Tex.) in late April. 
The bill would go further than 
President Kennedy’s executive 


is 


MOLDED FROM PLASTIC are parts for the switch as- 
sembly. Each must meet the tightest specifications. Example: 
Sylvania molds shaft and selector button from nylon, holds 
dimensions on both to a height and diameter of +.0015”. In 
addition, the flash is controlled to 1/32” because the button 
is a snap fit on the shaft. Since Sylvania maintains one of the 
world’s most modern and complete lines of automatic molding 
equipment, it can handle volume orders for compression, in- 
jection and transfer molding. And a unique bank of rotary 
presses can produce millions of precision parts each day— 


even using phenolics and urea. 


Result to Schick? Precisely molded parts—in volume! 


CUSTOM METAL STAMPINGS also proved important to 
Schick. Sylvania recommended changing the selector detent and 
rotor to brass, thus permitting a reduction in thickness from .015” 
to .010” and assuring an improvement in contact from rotor arm to 
detent. Sylvania made the dies necessary to produce these parts. 
The Sylvania metal stamping facility includes multi-slide machines, 
vertical presses and specially developed machines to help solve 
your problems. 


Result to Schick? Positive electrical contacts assured while a 5° offset 
on the selector rotor is maintained to within +1° day in and day out. 


CUSTOM ASSEMBLY by Sylvania of the switch 
assembly is handled by our corps of trained special- 
ists. Many of our customers have found that Sylvania 
can often deliver completely assembled and packaged 
products — using either all Sylvania components or 
a combination of some Sylvania and some customer 
supplied—at lower cost than is possible in the cus- 


tomer’s own facilities. 


Result to Schick? Thousands of completed, durable 


and precision assemblies per month. 


They’re available in a full range of sizes, too 


NEED CUSTOM WELDING OR WIRE? Sylvania supplies both. To help you meet your welding needs, Sylvania 
has developed new high-speed, high-volume techniques and advanced welding equipment 
To help you with wire, only Sylvania of all major manufacturers makes all three types of bare wire — alloy, clad and plated. 
.002” to .250”. Where necessary, Sylvania will precision-roll wire into ribbon 
connectors that offer high reliability when the circuitry calls for wire wrap contact methods. 


automatic and semiautomatic. 


SUBSIDIARY OF 


GENERAL TELEPHONE & ELECTRONICS 
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Congress Still Mulling Legislation 
To Require Airing of Identical Bids 


order, directing federal agencies 
to publicize all identical bids they 
receive. Patman’s bill calls for 
periodic consolidation of all iden- 
tical bids received—and for- 
warded to the Justice Dept.—for 
publication as either Senate or 
House documents. 

Patman’s bill had general sup- 
port from all government wit- 
nesses who testified. However, the 
Justice Dept. has qualified its 
support on the condition that it be 
given some discretion in what 
bids it sends to Congress for pub- 
licity. 

Further hearings on the Pat- 
man Bill probably would involve 
another feature of the bill, which 
urges state and local jurisdictions 
to submit identical bids they 
receive to the Justice Dept. State 
and local witnesses would be 
called to testify on this. No simi- 
lar bill has been introduced in the 
Senate. 


Army Sending Out Team 
Of Procurement Officers 
To Aid Small Business 


Huntsville, Ala.—The Army 
Ordnance Missile Command will 
send a 10-man procurement team 
on a tour of all Ordnance Corps 
districts and commands and 
selected commodity arsenals, in 
an effort to get a jump on its 1962 
buying as well as stimulate small- 
business participation. Its aim is 
to more than double in fiscal 
1962 the volume of contracts it 
now places with small business. 

The team making the 30-day 
tour in July will invite each host 
establishment to take part in the 
AOMC program of aiding small 
business—especially in labor-sur- 
plus areas — with gé@vernment 
contracts. 

The procurement group will 
represent two AOMC elements— 
the Army Ballistic Missile 
Agency and the Army Rocket 
and Guided Missile Agency—as 
well as the command itself. 

Additionally, AOMC seeks to 
obligate a minimum of 95% of 
its anticipated year-end awards 
for missile hardware by the end of 
May, as another possible tonic to 
the national economy. 

AOMC also revealed it is scru- 
tinizing sole-source procurement 
with an eye toward increasing 
competitive action, and is urging 
its prime contractors to follow 
Suit. 


Higher Duty Urged 
On Ceramic Mosaic Tile 


Washington—The Tariff Com- 
mission recommended a stiff in- 
crease in duties on imports of 
ceramic mosaic tile in order to 
protect domestic producers. It 
advised President Kennedy that: 

On imports of tile valued at 
less than 40¢/sq. ft., the duty 
be raised from 442¢ to 12%2¢ 
sq. ft., or to not less than 60% 
or more than 90% of the invoice 
value. 

On tile valued at more than 
40¢/sq. ft., the present duty of 
254%2% of invoice value be re- 
vised to specify 25142% “but not 
less than 24¢/sq. ft.” 

The President has 60 days to 
decide whether to accept or re- 
ject the recommendations. 
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necessity of striving to impress, or sell, if you will, specific ideas 


PROFESSIONAL PERSPECTIVE x ; needed in our field of purchasing. 


For example, one of the best one-day meetings which I have 


attended was conducted in Green Bay recently. Russell Petreat, 

city purchasing agent, was host to the Wisconsin Assn. of 

CONSULTANT DR. CLYDE T. HARDWICK Public Purchasers and interest was high throughout all the sessions 
Professor of Economics, University of Detroit chiefly because the speakers had timely, specific, and very val- 

uable suggestions to make. Also plenty of time was allowed for 

audience participation. 

What Is a Successful The program included bread-and-butter topics of interest io 

Meeting Program? every P.A. For example: 


Discusses 


@ A state highway engineer spoke and showed colored slides 


on the subject: “Buying and testing traffic paint.” 

@ The Green Bay city attorney spoke on the legal phases of 
hen a meeting produces at least one good idea that can public purchasing, and gave several illustrations of situations 
be carried home by an audience, it has been successful. encountered by public purchasers which required legal advice. 

This of course is somewhat oversimplified, but it points up the @ One of the members conducted a round-table discussion on 


Call any one of 20 Ryerson service centers for bars, shapes, structurals and 
plates. No one comes close to equaling Ryerson stocks of hot rolled carbon 
steels in shapes, sizes and tons. And no one equals Ryerson quality controls and 
cutting accuracy. So be Metalogical—call Ryerson. 


RYERSON 


JOSEPH T. RYERSON & SON, INC., MEMBER OF THE gg, STEEL FAMILY 


METALOG/ICS PLUS VALUES IN STEEL + ALUMINUM + PLASTICS +» MACHINERY 
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the subject, “When is the most 
opportune time to take bids?” 


@ Another member conducted 
a round-table on several trouble- 
some items, among them swim- 
ming pool paint, nylon street 
power brooms, closet bowl 
cleaners, storage batteries and 
storage battery rejuvenators. 

In my opinion, purchasing 
meetings should be primarily 
educational, with entertainment 
virtually ruled out except when 
members are invited to bring 
their wives. The logic of this is 
that there are too few opportun- 
ities for P. A.’s to meet for the 
purpose of improving their worth 
to their employers. It should be 
kept uppermost in mind that an 
association of P.A.’s__ exists 
primarily to keep its members 
abreast of purchasing matters 
and to further their professional 
development, 


Avoid Hazy Topics 

Also to be avoided are hazy 
and general topics that offer no 
real meat, such as inspirational 
talks not related to management. 
For example the luncheon 
speaker at a day-long meeting 
would get better attention and be 
of more help to his listeners if 
he spoke on a broadening sub- 
ject relating to purchasing, in- 
stead of discussing unrelated 
subjects. Appropriate subjects 
might be: “How to _ broaden 
your management horizons,” 
“How to professionalize your 
work” or “What is the respon- 
sibility of public P.A.’s in fair 
trade and antitrust situation,” 
In all cases, time should be al- 
lowed for questions. 


When the meeting is held at a 
plant, it could include a guided 
tour of the plant general office 
and other facilities of the host, 
such as a forms reproduction di- 
vision, receiving, sampling and 
testing procedures, warehousing 
and inventory control, mainte- 
nance and repair of office ma- 
chines, purchase of insurance, 
purchase, control and sale of real 
estate, and automotive mainte- 
nance and car pool operation. 


Selecting the Speaker 


Arranging for featured speak- 
ers is a matter which requires the 
close attention of the committee 
in charge. Quite often a speaker 
from the ranks of the membership 
can offer a most interesting, valu- 
able and thought-provoking talk 
for his colleagues. This speaker 
has a further advantage in that he 
is familiar with the problems of 
local people. However, you may 
want to consider a nationally 
known specialist such as some of 
the several consulants in the value 
analysis field, or an NAPA 
VASCO committee member. 


But speakers should be pre- 
auditioned or thoroughly checked 
as to their qualifications by at 
least two persons who have heard 
them recently. Engaging a speak- 
er might be likened to purchasing 
a commodity. He should be pre- 
qualified to determine whether he 
can meet your specifications. 

The committee chairmen 
should confer with him prior to 
the meeting and arrange for a 
time limit. The most frequent 
fault of speakers is long-winded- 
ness. 

One cannot be too painstaking 
when laying plans for a meeting 
and carrying them out. A failure 
always results in a drop-off in at- 
tendance. The program must be 
sold to the membership before- 
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hand, and must be carried out 
with the same showmanship as a 
good stage play. When the mem- 
bers get a good performance they 
will come back for more. More- 
over, they will tell their friends, 
and help to increase your mem- 
bership. 

Another way to build interest is 
to expand your program by hold- 
ing weekly luncheon or evening 
meetings in addition to regular 
monthly dinner meetings. Some 
of these may be in the nature of 
seminars On management tech- 
niques, VASCO, EOQ, and data 
processing procedures. 


I believe one of the most valu- 
able training methods for P.A.’s 
is the purchasing work-shop. This 
should include lectures, demon- 
strations, exhibits, problems, and 
cases. Under the able guidance of 
an instructor, each class member 
participates in various phases of 
the work. To be effective, no 
workshop should run for less than 
two full consecutive days or six 
two-hour evening sessions. Three 
full days or eight evening sessions 
are preferred, to allow an oppor- 
tunity fer resolving all questions 
through the round-table discus- 
sions during the final sessions. 

Source of Membership 

It has been my experience that 
the students are genuinely sorry 
when the workshop is over, and 
that they look forward to attend- 
ing another series. Moreover, I 
have observed that many a new 
P.A. association member has been 
recruited from the ranks of such 
groups of students. And we often 
have regular members in attend- 
ance for the sake of a refresher. 
No one is ever too old to learn 
new ways to do things. 


Slides, flip-charts and projec- 
tions are excellent tools for pre- 
senting purchasing data. I have 
also made regular use of color 
films of plant manufacturing proc- 
esses and materials. These excel- 
lent films can be obtained on a 
loan basis from several large com- 
panies. A two-hour session in a 
large testing laboratory is also 
very helpful, but besides seeing 
actual tests conducted, the tour 
should be backed up by a class of 
black-board instruction. 

I have found speech handouts 
good to use if they are distributed 
after the talk. Also prepared 
notes are good for the students if 
handled similarly. One or two 
testing problems could also be 
handed to the students to solve 
before the next session. 

Lecturers and __ instructors 
should prepare so carefully, that 
they can present their lectures 
and data succinctly. In no in- 
stance should a lecturer occupy 
the platform for more than 20 
minutes without a break for ques- 
tions or illustrations physically 
presented by means of the black- 
board, charts, slides, etc. 


Following each lecture, assum- 
ing sufficient interest has been de- 
veloped, the seminar participants 
should carry the research and re- 
view on their own, the instructor 
acting as moderator. Qualified 
member of the group could assist 
as visiting lecturers. Some out- 
side lecturers are also desirable 
to discuss special topics relating 
to purchasing such as transporta- 
tion, legal aspects, receiving-in- 
spection, writing letters, public 
speaking, public and human rela- 
tions, handling employees, and 
other special topics. 

Finally transportation and ac- 
commodation for speakers should 
always be arranged well in ad- 
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vance. Be sure they know the 
location of the meeting hall, have 
a hotel reservation and local 
transportation. If the guest is a 
stranger in your city, the courte- 
ous thing to do is to meet him at 
the station or airport, take him 
to the meeting, and afterward, see 
that he is comfortable at a hotel. 
A member of your association 
should be at his elbow during his 
stay. Also you may want to pay 
his transportation expenses. He 
is as much a guest of honor as he 
would be if he were visiting your 
home. Failure to provide these 
simple necessities has discouraged 
many a capable speaker from 
contributing his efforts to the 
cause of P.A. education. 


High-Purity Hexafluoride Made Commercially 


Baton Rouge, La. Allied 
Chemical Co. has become the first 
company to go into commercial 
production of high-purity hexa- 
fluoride, thus enabling industry to 
take advantage of a new vapor 
technique for applying tungsten 
coatings to complex shapes. 

Allied is selling the material, 
which comes in the form of a liqui- 
fied gas, for $25/lb. It is being 
produced at the Development 
Laboratory of the company’s 
General Chemical Div. here. 

An Allied spokesman said the 
vapor technique, which was de- 


veloped by the National Bureau 
of Standards and the Bureau of 
Mines, represents a “major 
breakthrough” in methods for 
handling tungsten—a metal which 
presents many difficult fabricating 
problems because of its extreme 
brittleness. 


Opens Door to New Products 


He said the process may open 
the door for such new products as 
dies with ultra-high resistance to 
wear and tubing with a new order 
of corrosion resistance. 

Other areas where Allied said 


the process might be used in- 
clude: 

@ Electronics, where wires or 
grids coated with high-purity 
tungsten may improve perform- 
ance and reduce fragility of com- 
ponents. 

@ Automobiles, where tung- 
sten-coated pistons, rings and 
cylinder walls may offer high 
corrosion and erosien resistance. 
In addition, coating of spark tips 
or points with tungsten could 
lead to production economies and 
better performance, the company 
said. 


born 


y Ay 


years 


apart ! 


The top stapler is brand new. The bottom one was manufactured by Ace 
25 years ago. Otherwise, they’re twins. In fact, the 25-year-old stapler 
still performs as smoothly as if it were born yesterday. Its design and con- 
struction have proven so sturdy and dependable that not one major change 
has been made throughout the years. For a life-time of trouble-free per- 
formance, get the amazing Pilot at your Ace dealer today. 


ACE PILOT STAPLES — the finest for all standard machines. iy * 
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FASTENER CORPORATION 
4100 West Victoria St., Chicago, Ill. 


P/W TRANSPORTATION MEMOS 


PRIVATE CARRIER REGISTRATION: After years of try- the bill, regulation could be extended to other localities if found 
ing for registration of private carriers, the ICC may be able to to be in the public interest by the State Commerce Commission. 
achieve its goal indirectly—through a proposed registration rule Only exception to the bill's provisions: movement of household 
for private carriers hauling explosives and dangerous articles. goods. 

The ICC has listed over 1,000 commodities as dangerous hd 2 * 
articles, including such items as glue, paint, ball point pen SEAWAY PILOT PACT: The U. S. and Canada have reached 
ink, furniture polish, fish meal, batteries, and certain types of agreement on a joint piloting system for ocean vessels on the 
lacquer. The proposed rules are believed to be an outgrowth | St. Lawrence Seaway and the Great Lakes. The pact provides 
of the ICC’s recent investigation into rail-highway grade crossing for participation by U. S. pilots on the waterway, apparently 
accidents. settling a longstanding dispute between the countries on that 
© . ° issue. 

WIDER RATE REGULATION: The Illinois General Assem- The agreement calls for coordination of operating plans in 
eS — _. _ bly is considering a proposal to regulate rates on local cartage these areas: the number of pilots to be registered; the dispatch 
LOADING ECONOMIES under in any municipality with a population of more than 300,000. of pilots and use of facilities; pilot pools; rates, charges and shar- 

new AAR loading specifications. Chicago is now the only Illinois city in this category, but under ing of revenues, and reporting of violations of regulations. 


. © 

LOADING ECONOMIES: 
The American Assn. of Railways 
has approved a new method for 
loading lumber on a flat car (see 
picture). The load consists of 
packages tied together with pile 
and load straps around a series 
of vertical T-fillers and horizontal 
separators. It is the first AAR 
authorized lumber load for flat 
cars that does not limit the 
amount of vacant space across 
the car, thus eliminating the need 
for custom-fitted ladder braces 
and trusses to fill out center gaps. 
Developed mainly by Signode 
Steel Strapping Co., Chicago, 
specifications for the load are 
contained in Fig. 6-B of Section 
5, AAR loading rules. 

© 7. . 

HELP NEEDED: Shippers are 
in danger of having their lifeline 
cut due to the decline in the num- 
ber of carriers operating on inter- 
coastal waters, the Assn. of Food 
Distributors told the Dept. of 
Commerce and the Maritime Ad- 
ministration. 

Noting the recent withdrawal 
of Luckenbach Steamship Co. 
from the trade, the association 
called for a _ revival of inter- 
coastal shipping on a more com- 
petitive basis. Only Sealand now 
operates a West Coast-East Coast 
service via the Panama Canal. 

* e a 

UNIFORM WEIGHTS 
SOUGHT: The New Jersey Leg- 
ae 4 islature has before it a bill to lift 
dll sea oe ee the maximum weight limit f 

e a) elg imit for 
trucks operating in the state to 


For molasses or any fluid... there’s @ geo the New York limit and. woul 


eliminate confusion in the Port 


« a 9 a eee of New York, which now is split 
dependable Gates Hose to convey it!  ———<azes.sucrow by conflicting laws 
8 AND DISCHAR The railroads, which generally 
Se ade stur fight bills benefiting the trucking 
In any industrial plant, wherever You get fast delivery from local stocks. “fo with stan pee: mag! aga tay ac ati nn 
air, water, steam or other fluid must The hundreds of Gates Distributors, usage. 


would simplify their own piggy- 
be conveyed, there is a Gates Hose located in all parts of the country wea back operations. 
, aS | poet * ° os 
specially built to do the job, and do and throughout the world, have large ; wate: PORT ZONE TRUCKING: 
it exceptionally well. Every Gates stocks of hose on hand, backed by ” eh Water carriers dealing in forcign 
Hose is constructed throughout to Gates servicing warehouses in every : trade may be permitted to oper- 
give you long, trouble-free service, re- major industrial center. é 3 4 aaa = pein ho oma _ — free 
ducing your hose replacement costs. This means that you always get 6g 4 ge tig cnancnae Ped canegae 
Gates makes a hose for every ap- quick delivery of Gates Industrial ates Hose for ar jo aii ac providing this authority now is 
plication in your plant in a full Hose from a local source. Call your ee oe up for action by the House Com- 
range of sizes—all are top-quality nearby Gates Distributor when you saath Coton (atrinasien -_ tlio age go Ra eo 
products of Gates continuing pro- — need hose of any kind for any purpose. rains have a good chance of approval. 
gram of Specialized Research. eT ba be ° 
y Oe WHISTLESTOPS: _ Ringsby 
The Gates Rubber Company, Denver, Colorado ie ey “! ‘ Truck Lines, Denver, has re- 
inte | is ceived temporary authority from 
the LCC to operate Fortier Trans- 
portation Co., pending final ICC 
a approval of Ringsby’s purchase of 
; the Fresno, Calif., motor carrier 
Gates Industrial Hose i Fy al ce 
: reports a new tug boat service 
headquarters there is saving ships 
about $100 per call. Tugs for- 
merly had to be brought in from 
San Pedro. 
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Rising Freight Costs Stir Up Conference Storm 


Des Moines — Shippers and 
carriers locked horns over rising 
freight rates at the Middlewest 
Shipper-Motor Carrier Confer- 
ence. Shippers threatened to 
divert shipments to other modes, 
and carriers countered by blam- 
ing much of their rising costs on 
some recent shipper practices. 

For example: 

® Improper packaging. ‘Traffic 
managers in the Chicago area 
seem to have a common problem 
—their purchasing agents will 
not buy proper materials,” 
charged A. P. Janssens, interline 
sales manager, Hennis Freight 
Lines, Chicago. “Somebody of- 
fers to sell them the same ‘test’ 
quality at a penny cheaper, and 
they take it. Under actual use, 
the boxes don’t stand up.” 

® Unreasonable delivery de- 
mands. These are building up the 
carriers’ costs, said E. W. Harlan, 
president, Bruce Motor Freight, 
Des Moines. “The receiving clerk 
tells a driver to sort the load by 
code and size, and set it in dif- 
ferent piles. If he refuses, the 
clerk says, “Take it back.’ We 
may get the load delivered on the 
second try, but we never haul 
that company’s freight again. 
There’s a lot of this going on, and 
that’s One reason rates are up.” 

@Costly paperwork. James 
Newbold, general manager, East 
Texas Motor Freight, Dallas, 
charged that shippers are burden- 
ing carriers with unnecessary 
paperwork, 

Newbold advised carriers to 
“review everything you are do- 
ing; determine why you are doing 
it; ask yourself if it can be im- 
proved.” His firm has cut its 
office force from 14 to 11 and is 
operating more efficiently by such 
a process, he said. 

In an office handling 5,000 
shipments a day, trimming the 
freight bill from 10 to 8 copies 
meant 10,000 fewer pieces of 
paper to handle, he noted. 

Shippers could save themselves 
rate increases by cutting down on 
time consuming “nuisance” pa- 
perwork, Newbold indicated. 

“Some shippers make a pack- 
ing list of our freight bills,” New- 
bold said. “We feel an item, 
‘1,000 cases of coffee, TL’ is 
sufficient. They want us to list 
by brand names, by can size, 
whether it is drip or vacuum 
grind and how many cans carry 
special offers.” 


Ryder Truck Lines Splits 


Transport Unit Into Two 


Jacksonville, Fla. — Ryder 
Truck Lines has split its trans- 
portation department along func- 
tional lines into two separate 
units. The reorganization is 
aimed at providing better man- 
agement control over operations 
of the 10-state system. 

One of the new units handles 
licensing, reciprocity, _inter- 
change, communications, govern- 
ment regulations and all other 
usual transportation functions 
except for over-the-road opera- 
tions. It is headed by E. H. 
Clifton, director of communica- 
tions and equipment control. 

Over-the-road operations are 
sole responsibility of the other 
new unit. Its chief, Ray L. 
Bartlett, carries the title of di- 
rector of transportation. He was 
formerly superintendent of op- 
erations for East Texas Motor 
Freight, Dallas. 
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Asking for extra copies of 
freight bills; sending automatic 
claim tracers every 15 or 30 days; 
routine follow-up on overcharge 
claims—all eat up clerical time, 
build up costs and push up rates, 
he said. 

Janssens expressed the truck- 
ers’ concern about piggyback 
shipments at a flat rate as low as 
11.6% of first class, when the 
same merchandise would com- 
mand as much as 150% of first 
class if carried conventionally. 

Paul Gosling, district traffic 
manager, F. W. Woolworth, 


Minneapolis, summed up _ the 
shippers’ case against the truck- 
ers: “We can’t afford to pay the 
prices you charge,” he said. “Get 
your rates down a little bit, and 
we would use your trucks again.” 

Bill Kasmer, traffic manager, 
Snap-On Tools Corp., Kenosha, 
Wis., raised the question of a 
general investigation by the ICC 
of small shipment charges. “It is 
time somebody comes up with 
something to set a policy to bring 
about rates which are fairer to 
the shipper and receiver of small 
shipments,” he said. 


BIG LIFT: New Super-70 cargo louder developed by Transitier Truck 
Co., Portland, Ore., can handle up to 35 tons, is said to be largest, 
most mobile vehicle of its type operating on pneumatic rubber tires. 
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Why Gates Hi-Power V-Belts are industry's 
No. 1 choice for replacement belts 


There are several important reasons 
why Gates Hi-Power V-Belts are pre- 
ferred by most industrial V-belt users 
today. 


The exclusive construction features 
of Gates Hi-Power V-Belts—Concave 
Sides(U.S. Pat. No. 1813698), Precisely- 
Engineered Arched Top, Flex-Bonded 
Tensile Member—make them more de- 
pendable than ordinary, conventional 
V-belts, giving you far longer belt life 
on even the toughest applications. 

Moreover, because of Gates high 
standards of quality control, you get 
a perfectly matched set of Hi-Power 
V-Belts every time—every belt pulls its 


share of the load throughout the long 
service of the drive, further increasing 
belt life. 
You get fast delivery from local stocks. 
Gates Distributors, located in all 
parts of the country, have large stocks 
of Hi-Power V-Belts on hand, backed 
by Gates Service Centers in every ma- 


jor industrial area. This means that you 


can get replacement V-belts quickly, 
day or night—reducing to a minimum 
costly production down-time. 

The Gates Distributor near you is a 


dependable source of supply for most of 
your maintenance needs. Call him for 
fast delivery of Gates Hi-Power V-Belts. 


The Gates Rubber Company, venver, Colorado 


Gates Hi-Power V-Belts 
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Gates Hi-Power 
V-Belts are quickly 
available everywhere 


CLOSEUP: Tow for molten sulphur 
includes two 220-ft. barges, two 
295-ft. barges, 4,320 hp. boat. 


RECORD-BREAKERS: Towboats America (I) and United States (r) symbo- 
lize resurgence of waterways. Tows pictured here total comparatively 
light 95.6-million |b., can hit equivalent of tonnage of 1,000 freight cars. 


High Speed Tows, Modern Barges 


Pump New Life Into Waterway Traffic 


St. Louis—New towboat and 
barge designs are showing up on 
the nation’s inland waterways, 
particularly the big Ohio and 
Mississippi river systems. 

The most spectacular are the 
new high-speed integrated tows, 
designed to haul many kinds of 
chemicals, that have reduced the 
cost of shipping as much as 50% 
These include: 

®@ Refrigerated anhydrous am- 
monia barges to haul the chemi- 
cal at minus 28 F, carrying as 


This is the new Signode M20-SV 


Versatile new strapping station 


for strip steel coils 


This new strapping station accommodates strip steel 
coils from %" to 16” wide and up to 60” in out- 
side diameter. The operator positions and indexes 
the coil manually (power optional) and inserts the 
Strap end. All other strapping functions are by 
push-button. Versatility and speed are combined 
with economy. Strap feed and take-up are unlimited. 
There’s no reaching across the coil—all operations 
are immediately in front of the operator. And the 
strapping is sealed on the top face of the coil, where 


veyor rollers. 


the Signode man near you. 


Can we show you our 
new 10-minute color motion 
picture of this machine? 


First in steel strapping 
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it is visible, inspectable, clean, and away from con- 


The strapping is done by the superbly engineered 
Signode M20 head that has proved capable of 
trouble-free performance through millions of cycles 
in continuous high speed production line use. 

There are many more interesting facts about the 
M20-SV available from Signode. Write now, or ask 


STEEL STRAPPING CO. 


2670 North Western Avenue « Chicago 47, Illinois 


Offices Coast to Coast. Foreign Subsidiaries and Distributors World-Wide 
In Canada: Canadian Steel Strapping Co., Ltd., Montreal » Toronto 


much as 1,800 tons each (built 
by Avondale Shipyards for Phil- 
lips Petroleum Co.). At this tem- 
perature barges can carry more 
cargo and eliminate need for re- 
frigeration equipment at unload- 
ing docks. 

@ Heated barges to carry sul- 
phur in molten state (pushed by 


.|high-speed 4,320 hp. Dravo Corp. 


built towboats with retractable 
pilot houses). Sulphur shipped at 
265 F can be pumped directly 
from barges into storage vats in 
plants. Although this costs $1/ 
ton more to ship over dry cargo, 
savings in handling result in net 
$1/ton lower costs to users, P/W 
was told. 

@Special barges, holding 550, 
000 gal. each, to move butadiene, 
petroleum derivative with wide 
variety of uses, including the 
manufacture of rubber. They 
are built by St. Louis Shipbuild- 
ing and handled by G. W. Glad- 
ders Towing Co., Inc., of St. 
Louis. Tom Clark, sales manager 
of Gladders, claimed shippers 
will save 50% over rail costs. 
@Caustic soda barges with 
double skin linings (for com- 
panies like Dow Chemical) can 
handle products up to 73% 
strength, compared to average 
50%. This means getting more 
caustic soda per ton. 

New aluminum barges also 
are making a dent on steel barges. 
High-speed integrated tows mean 
faster schedules. New techniques 
of unloading, shipping in molten 
states rather than dry, new multi- 
purpose barges that carry grain 
downriver and petroleum-chemi- 
cal products upriver, are behind 
the consistent boom in _ river 
traffic. New techniques in clean- 
ing have made multipurpose use 
a simple matter today. 

It is estimated $13-billion in 
new plants have been constructed 
along the Ohio river frem Pitts- 
burgh in the postwar years. The 
industrial boom along the Mis- 
sissippi above St. Louis is just 
beginning. During the greatest 
heyday of Mississippi River 
traffic, when boats were lined up 
three-deep at St. Louis, wharve 
tonnage never exceeded 2.5-mil- 
lion a year. Last year the Alton, 
Ill., locks (just above St. Louis) 
handled a record 23,502,217 
tons. 


IEHC Named Distributor 
For English Company's 


Receiving, Testing Tubes 


New York—Industrial Elec- 
tronic Hardware Corp. has been 
appointed sole U.S. distributor 
of receiving tubes and tubes for 
industrial testing made in Eng- 
land by Brimar, Ltd. 

Brimar tubes have been im- 
ported into the U.S. previously, 
but up to now the total output 
allocated to the U.S. has been 
absorbed by a few manufac- 
turers. An TEHC spokesman 
said that under the new distri- 
bution agreement the tubes will 
be made available to all industry 
here “at prices competitive with 
both those manufactured in the 
U.S. and those imported.” 

He said the industrial testing 
tubes will be distributed through 
the TEHC sales force. The re- 
ceiving tubes will be distributed 
through the company’s subsidiary, 


I. H. Mfg. Co. 
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New Tire Rim Developed 


Akron, Ohio—Goodyear Tire 
& Rubber Co. has developed a 
new precision rim for truck tires 
which it said will drastically re- 
duce tire wear and vehicle vi- 
bration. 

The new rim will cost from 
3% to 4% more than a standard 
rim now in the Goodyear line. 
The company expects, however, 
that the higher initial cost will 
be more than offset by longer 
tire life and less vehicle wear. 

The savings are due to the 
virtual elimination of variances in 
the circumference of the new 
rims. It is these variations which 
at high speeds pound flat spots 


into tire treads and cause truck 
vibration. 

Goodyear said it will retool its 
manufacturing facilities here so 
that it can produce the new rims 
in all standard sizes. 


Tank Prices Reduced 


Denver—Cryogenic Engineer- 
ing Co. has slashed the price on 
insulated tanks for hauling liquid 
hydrogen. The 175-liter tanks 
now are priced at $1,473 each for 
one or two units and $1,398 
each for three to six units. 

A company spokesman said 
that for orders of seven or more 
units, further reductions will be 
made on a negotiated basis. 


Electric Autolite Plans 
ew Spark Plug Plant 


Bay City, Mich.—Electric 
Autolite Co. will resume making 
spark plugs in the U.S. by the 
beginning of 1962. The com- 
pany, which recently sold its only 
domestic spark plug plant to 
Ford Motor Co., said it now is 
installing equipment for making 
spark plugs at its plant in this 
city. 

The local facility already 
manufactures car and _ boat 
horns, head and tail lights, and 
auto name plates. Autolite has 
one other spark plug plant, at 
Sarnia, Ont. 


Justice Dept. Asks ICC to Evaluate 


Data on Eastern 


Washington The Justice 
Dept. has asked the ICC to 
evaluate all merger proposals by 
Eastern railroads to see how they 
fit into the general transportation 
picture. 

The Justice Dept. said the ICC 
should collect “comprehensive 
evidence” on merger applications 
to determine “what would be 
adequate transportation for the 
shipping and traveling public, 
what would be the effect of in- 
clusion, or failure to include, 


PROBLEM: How to get sales appeal in your shipping container 
without the cost of three-color printing. 


SOLUTION: International Paper’s new pastel Gator-Hide, liner- 
board gives you three colors with two-color printing. 


Railroad Mergers 


other railroads in the territory” 
in the merger picture. 

The New York Central began 
urging this course when its bid for 
control of the Baltimore & Ohio 
began losing ground to the bid 
from the Chesapeake & Ohio. 

It is expected that the Justice 
Dept. will make similar requests 
later regarding contemplated con- 
solidations in the South and West. 

Meanwhile, the ICC told Con- 
gress it would not act on most 
pending railroad mergers until 
mid-1962 or later. In what ap- 
peared to be an attempt to head 
off a proposed Congressional 
moratorium on _ rail mergers 
Chairman Everett Hutchinson 
said the mid-1962 date would 
give Congress plenty of time to 
review the situation. 


Computer Firms Display 
Latest Advancements At 


Los Angeles Conference 


‘Las Angeles—Southern Cali- 
fornia’s computer industry dem- 
onstrated its continuing growth 
at this year’s Western Joint Com- 
puter Conference. It was the 
largest industry gathering held to 
date with over 100 booths fea- 
turing $3-million of equipment 
and components. 

Speakers at the technical ses- 
sions predicted that the industry 
will score impressive gains in re- 
liability in the next few years. 
Until now, they pointed out, the 
big emphasis has been on de- 
sign breakthroughs— but from 
now on the trend will be on 
speeding hardware refinement. 

Recent hardware developments, 
such as high speed computer stor- 
age devices, came in for a great 
deal of discussion. It was re- 
ported that reading and writing 
in a random-access storage in less 
than a microsecond is being ac- 
complished in thin-film magnetic 
memories on which several com- 
panies have announced some re- 
sults. A 10,000-word storage at 
.1 microseconds is the present 
objective of MIT’s Lincoln Lab- 
oratory. 


Convair Corporate Setup 
Split Into Five Divisions 


New York General Dy- 
namics Corp. has broken up its 
Convair Div. into five separate di- 
visions in order to tighten man- 
agement control. 

The company also said it will 
move its corporate headquarters 


from New York to San Diego and 
will close the Convair general 
offices in San Diego. 

As a result of the reorganiza- 
tion, General Dynamics now has 
13 operating divisions. Four of 
the new divisions are named after 
the cities where they are located. 
They include: Fort Worth, Tex., 
B-58 jet bombers; Pomona, 
Calif., surface-to-air missiles, 
shoulder-fired missile systems, 
and battlefield air defense missile 
systems; San Diego, Calif., Con- 
vair 880 and 990 jet transports, 
and Daingerfield, Tex., testing of 
engines and components. 

The fifth new unit is the Astro 
nautics Div., located in San 
Diego. It produces Atlas missiles 
and space boosters and Atlas- 
Centaur high-energy space craft. 


purpose: better packaging at lower cost. 

Other examples include non-abrasive 
boards, release-coated boards, weather- 
and slip-resistant boards and highly 
printable coated linerboards. 

But our work goes beyond the crea- 
tion of new boards. Packaging experts 
in our Container Division study the spe- 
cial needs of your product. They start 
with the best materials for the job. And 
then turn them into rugged—yet light- 


weight — shipping containers that de- 
liver your product in top selling con- 
dition at minimum cost. 


ryPHIS DISPLAY container was made 
with two-color printing—on one of 
International Paper’s new Gator-Hide 


pastel linerboards. International Paper can provide you 


with paper packaging that is designed 
—from the very beginning—to suit your 
product. 


These amazing new linerboards are 
the lightest and brightest you can get 
without printing color on expensive 


bleached board. Call any one of our twenty-two Con- 


tainer Division plants. Or contact your 
boxmaker. He has probably been doing 
business with us for years. 


They are typical of the wide range of 
fine linerboards available to you in the 
famous Gator-Hide series. Their 


INTERNATIONAL PAPER 


NEW YORK 17, N.Y. 


Manufacturers of papers for magazines, books and newspapers + papers for home and office use + converting papers + papers and paperboards for packaging - shipping 


containers + folding cartons + milk containers + multiwall bags + grocery and specialty bags and sacks + pulps for industry + lumber, plywood and other building materials 
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Consolidated General 
Completes Revamping 


Of Aluminum Facilities 


Houston—With the comple- 
tion of a multimillion dollar ex- 
pansion program, Consolidated 
General Products, Inc., becomes 
the first Southwestern producer 
of aluminum sheet from ingot. 

The new plant and equipment 
has a capacity of at least 1.5-mil- 
lion lb. of aluminum sheet a 
month. Consolidated also has fa- 
cilities for roll coating with baked 
enamel approximately 2-million 
Ib. of aluminum monthly in strip. 

Consolidated President Ed- 


ward C. James announced the 
completed expansion as a bid to 
shave raw material costs, speed 
production and add aluminum 
strip to its product line. 

The plant produces attic and 
exhaust fans, fiberglass skylights, 
expanded polystyrene, aluminum 
siding and roofing and venetian 
blinds. These products will be 
marketed nationally. 


Kaiser Mapping Plans 
For Major Expansion 
At Baton Rouge Works 


Baton Rouge, La.—Kaiser 
Aluminum & Chemical Corp. 


said it will build a major addi- 
tion to its works here for produc- 
ing tabular alumina, a high-pur- 
ity aluminum oxide used in 
manufacturing high temperature 
refractories, automotive spark 
plugs and in other electrical and 
electronic applications. 

At the same time, Kaiser said 
it will reopen potlines at Chal- 
mette, La., and Mead, Wash. 
The Chalmette potline has an 
annual capacity of 27,500 tons 
of primary aluminum, while the 
Mead potline’s capacity is 22,000 
tons annually. A Kaiser spokes- 
man said the reopening of the 
potlines will increase the com- 
pany’s level of production from 
about 57% of capacity to 65%. 


Crucible Demonstrates New Process 
For Turning Out ‘Super Pure Steel 


Pittsburgh—cCrucible Steel Co. 
of America showed off its new 
Dortmund-Horder (D-H) process 
for “super” purifying of steel, 
and gave buyers an indication 


of how D-H metal would be 
priced. 

The D-H unit is a vacuum- 
treatment device to produce 


higher purity steel than either an 
open hearth or electric furnace. 
E. A. March, director of tech- 
nology, said D-H steel fits “in the 
spectrum of quality someplace 
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ON UNITED AIR LINES...THE WORLD’S LARGEST JET FLEET... 


FOR FASTER, MORE FREQUENT AIR FREIGHT SERVICE 


At the rate of once every fifteen minutes, every 
day, a United Air Lines Jet Mainliner® takes 


off. And every 


14,000 pounds. 


flight carries freight—up to 
United serves more U.S. cities 


by jet than any other airline... gives you the 
convenience of frequent service plus the speed 
needed for same-day delivery. 


But the fact 


that United Air Lines operates 


the world’s largest jet fleet is only part of the 
United Air Freight story. These jets are backed 


by a fleet of Mainliners and fast, all-freight 
Cargoliners scheduled to fit your needs. This 
total freight lift gives you a wide choice of 
flights night and day, to major cities through- 


out the nation. 


Add United’s unique Fztra Care in handling 
and expediting and you have the best, surest 
way to ship. Call your freight forwarder, or 
any United Air Lines sales office, for your 


next shipment. 


WORLD’S LARGEST JET FLEET pnt KNOWN FOR EXTRA CARE 
® 
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between normal electric furnace 
quality and vacuum arc melted 
quality.” 

So far, Crucible has been sup- 
plying D-H steel to selected cus- 
tomers only for specific uses, so 
that both consumer and manu- 
facturing tests could be run. 

To date, the company has been 
supplying D-H steel at the same 
price as it would for a com- 
parable order of conventionally 
processed steel. March expects 
the price eventually set will be 
much closer to normal processing 
than it would be for metal made 
via the vacuum arc technique. 

Crucible said any grade of 
steel that can be produced by 
open hearth or electric furnace 
can be made into D-H metal 
The firm expects the new process 
to help in aircraft and missile 
steel and also figures D-H steel 
to be attractive to designers of 
tools, machinery, electrical equip- 
ment, and autos. 

D-H _ steel will have several 
major attractions for the steel 
user, according to Crucible, in- 
cluding reduced rejections in a 
fabricating plant (since over-all 
quality of the steel will be better), 
greater reliability, fewer prema- 
ture failures, and greater predict- 
ability of end product. 

Since the gaseous impurities 
have been largely removed in the 
steel-making process, annealing 
time can be greatly reduced. 

The D-H unit is able to take 
a full heat of steel and in less 
than half an hour remove 
oxygen, hydrogen and other gase- 
ous impurities and, at the same 
time, measure alloy additives 
into the heat. Fewer oxides form 
since the metal is in a vacuum. 

The D-H unit at Midland, in 
operation since last fall, is the 
first in North America and the 
largest in the world. 


Automotive Leasing Assn. 
Issues Annual Report On 
Fleet Car Salvage Value 


Milwaukee—The salvage value 
next year of 1961 Chevrolets that 
have been in lease-car fleets will 
be between 60% and 65% of 
their wholesale cost as new cars, 
predicted Robert R. Nathan As- 
sociates, consultants to the Amer- 
ican Automotive Leasing Assn. 

The Chevrolets will have a 
slightly higher value in May-July 
1962 than either Fords or Plym- 
ouths, continued Nathan Associ- 
ates in its annual report to the 
AAIA. The depreciation projec- 
tion is based on the assumption 
that there will be a slow but 
steady improvement in general 
economic conditions during the 
next two years. 

Continuing the projection, the 
salvage value of Chevrolets would 
be reduced to 50% of new car 
wholesale cost after 18 months 
and to 40% after two years. The 
reductions in value would be 
slightly larger for Fords and 
Plymouths, the report said. 

Noting that leased cars depre- 
ciate slightly more rapidly than 
the general market, the consulting 
firm said the depreciation on 
1961 models will be less than that 
experienced on 1960 models and 


should come close to paralleling 
the rate shown on 1959 models 
operated by fleet lessors. 
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SHAFER-REX 
Self-Aligning 
Roller Bearing 


When you buy a bearing, you can't tell how long it 
will last beyond its rated load capacity and normal 
service life. 


Nor do you know whether neglect or severe condi- 
tions might cut bearing life short—resulting in costly 
down time and lost production. 


Yet, your reputation for sound judgment might 
depend on how the bearing meets the unexpected. 


The safest way is to buy the bearing that meets the 
most critical requirements for maximum bearing life 
—the Shafer-Rex Self-Aligning Roller Bearing. 


For full information, write your Rex Distributor 
CHAIN Belt Company, 4702 W. Greenfield Ave., 
Milwaukee 1, Wis. In Canada: Rex Chainbelt (Canada) 
Ltd., Toronto and Montreal. 


©  SELF-ALIGNING 
ROLLER BEARINGS 


greatest 


acity 


for the 
UNKNOWN 


Shafer-Rex design eliminates 
additional wear and stress 
caused by misalignment. Due 
to the ball-and-socket interaction 
between the inner race and rollers, 
“aes misalignmentis accommodated by 
al at the inner race—it never reaches 
the rollers. Whether the load is misaligned or not, rollers never 
tip. They remain in the aligned position, assuring equal load dis« 
tribution through the center of each roller at all times. 


Shafer-Rex design takes severe 
shock and loading safely. Rollers 
are concave; raceways are convex 
with a slightly smaller radius. This 
allows minimum contact between 
roller and raceway surfaces under 
normal loads. Under shock or heavy 
loads, this design permits the bearing surfaces to compress 
safely, increasing the load-bearing area to meet excessive load 
requirements without damage or excessive wear. 


Shafer-Rex design takes thrust 
loads without strain or binding. 
Shafer-Rex Concave Rollers are self- 
centering. This, combined with ball- 
socket design, allows the most severe 
thrust loads or radial thrust loads. to 
remain safely centered on the rollers 
—eliminating roller end-wear—eliminating the need for a guide 
flange, a common source of wear. 


How EDP Can Help Solve 


I: unusual for a purchasing agent to control distribution of his firm’s 
finished products, but some companies are coming to recognize the advan- 
tage to materials control of combining the director of purchasing and traffic 
manager under one hat. 

Most recent example of this move is Libbey-Owens-Ford Glass Co. L-O-F 
appointed George P. MacNichol to take on the dual role in a top level step 
toward centralization of purchasing, traffic, and transportation procedures 
(see PW, May 1, 61, p. 1). The new director will be in charge of buying raw 
materials and supplies, and in and out-bound traffic. 

Rockwell Mfg. Co. a couple of years ago combined purchasing and traffic 
in the hands of C. Warner McVicar, who put all freight spending on a par 
with materials buying (see PW, May 8, ’61, p. 16). Westinghouse Electric 


McVICAR MacNICHOL 


Co., Olin-Mathieson Corp., and a number of other large firms also have 
combined purchasing and transportation at the vice president level. 

If the theme continues, P.A.’s may expect to come into more and more 
contact with the problems of traffic distribution—and that means outgoing 
finished products as well as incoming material. Looking at traffic as a service 
cost, the purchasing agent can attack freight expense in much the same way 
as purchasing raw materials or components. In short, consider transportation 
as a problem in buying. 

But there are some tricky variables which often do not make the most 
obvious destination (i.e., the closest) the most economical. Here are some 
of the considerations of matching origin and destination: 

@ Capacity at each plant. 

@ Demand at each destination. 

@ Means of transportation to suit product, demand, and service commit- 
ments. 


THE TRICKY PROBLEM OF MATCHING 


THE PROBLEM: What's the best route? Simple display of physical 
distance between plant and customer shows that the nearest 
point of origin of shipment is not necessarily the best. 


®@ Traffic routing to take advantage of available means and minimum cost; 
or simply, cost of transportation. 

® Unit cost of production for each origin. 

Best way to see the problem is to put it graphically. The sample transpor- 
tation problem above includes all the variables. It assumes that the means 
of transport and minimum rate have been determined and the outcome is a 
freight cost per unit between origin and destination. 

Origin points are Philadelphia with 150 capacity, Houston with 125, San 
Diego with 265, and Milwaukee with 135. Destinations are New York with 
110 demand; Camden, N. J., with 180; Dallas with 75; Los Angeles with 
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165; and St. Louis with 145. To find the cost of shipping one unit from 
Houston to Camden, for example, read down the column headed by Houston 
to the box opposite Camden. Answer: 30¢ per unit. 

Although it is a simple hypothetical situation that could be done by hand 
calculations, a data processing machine figured out the solution, thus demon- 
strating how a computer can go to work on a P.A.’s traffic problems. And 
the means is available through computer service bureaus at low rates. 

Thorough Spade Work Needed 

To get the transportation program underway, a computer service client 
has to do some thorough preliminary spade work. The same variables that 
must be considered in any traffic problem go into the machine: (1) Supply at 
the source. (2) Demand at destination. (3) Cost of shipping, which in this 
case is the freight rate for a predetermined carrier over a selected route. 
(The carrier and route can be varied in repeated solutions to insure minimum 
costs.) 

The transportation problem, developed out of linear programing proce- 
dures, is based on the computer’s ability to go through numerous alternatives 
in a short time and come up with the best answer. Service Bureau Corp., an 
IBM computer service subsidiary, developed the demonstration shown here for 
PURCHASING WEEK. To show what the electronic brain produces, SBC pro- 
gramer Theodore Kallner worked up this problem and ran it through an 
IBM 704 computer. 

The solution gives the exact number of units to be shipped from origin to 
destination at the lowest freight costs, ignoring for simplicity, the unit cost 
of production. 

Here’s how to read the results: 


DESTINATION CAPACITY AND UNIT 
tien “COST OF PRODUCTION 


(1) Philadelphia (2) Houston (3) San Diego (4) Milwaukee 
150 units 125 units 265 units 135 units 
@ 30¢ @ 35¢ @ 10¢ @ 25¢ 


(1) New York: 110 units 10¢ 25¢ 90¢ $2.45 


(2) Camden: 180 units 5¢ 30¢ 95¢ 55¢ 


(3) Dallas: 75 units 20¢ 10¢ 60¢ 40¢ 


(4) Los Angeles: 165 units $1.05 55¢ 5¢ 65¢ 


(5) St. Louis: 145 units $1.10 15¢ 65¢ 20¢' 


THE CONSIDERATIONS: Allowance must be made for important 
variables in assigning origins to destinations. Sample above, 
developed by computer programmer, outlines some of them. 


Origin +1 (Philadelphia) ships to Destination +2 (Camden) its entire 
capacity of 150 units at a total shipping cost of $750. But Destination +2 
still has an unfilled demand of 30 units. 

Taking Origin #2 (Houston), the computer assigns 25 units to Destination 
#1 (New York); 30 units to Destination +2, which fills out Camden’s 
demand; and 75 units to Destination #3, nearby Dallas, at a total freight 
cost of $2,150. For the remaining origin points, the 704 figures that San 
Diego ships to Los Angeles and St. Louis at a total cost of $8,325; Milwaukee 
ships to New York and St. Louis at $6,075. The final total for distributing 
all 675 units is $17,300. As the map indicates, the closest destination point 
is not always the best freight deal. 


Variations Can Be Included 


But the transportation problem does not end here. Variations of any 
factor can be cranked into the computer to project the best course of action 
in case of changes. That is, if freight rates are expected to increase, capacity 
and demand changes, or transshipment becomes necessary, the machine will 
work out a new solution. 

Also, if production cutback is necessary, the programmer puts a “dummy” 
destination of zero freight cost into the machine. In its calculation the 
computer will assign over production to the phony destination which in fact 
indicates how much to cut back at each plant. 

If the demand at the destinations exceeds the available supply, the 704 
solution will indicate how much of the demand at these destinations is left 
unfilled. Management then knows what orders or requirements add the most 
to transportation costs. 
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A DEMONSTRATION OF THE TRANSPORTATION PROBLEM = FREIGHT COSTS ONLY 


MINIMUM COST SOLUTIONes 


ITERATION NOe 3 TOTAL COST 17300 


ORIG DEST UNIT COST VOLUME COST OF SHIPMENT 


5 150 750 
150 750 


20 500 
30 900 
75 750 
125 2150 


165 825 
100 7500 
265 8325 


90 4050 
45 2025 
6075 


17300 


THE SOLUTION: Computer print-out gives minimum cost break- 
down of how many units each plant should ship to each customer. 
Only freight costs were considered in IBM 704 tabulation. 


This problem not only tells the client how to match plant with customer, 
based on freight costs but can come up with an answer that includes produc- 
tion and handling costs as well. The information can help management decide 
such planning proposals as what plant to expand, where to establish a new 
facility, and how to schedule production. 

A chemical company client of SBC recently used the problem to determine 
where to build a new plant. First the company divided the U. S. into several 
zones of supply and demand. Then over a hundred problems were run 
through the machine adding multiple variations with each run. These solu- 
tions narrowed down the zones to two or three likely areas. 

Then SBC ran several hundred problems for each of the chosen areas 
until the computer determined one likely location. The machine evaluated 
the problem so completely that the company even Knew what capacity the 
new plant required. 


Program Sets Production Schedules 


Another SBC customer, a steel manufacturer, uses the program to schedule 
monthly production. The 704 produces a three-month forecast, the first of 
which the company uses to decide production levels. Throughout the 
remainder of the month the firm sends in corrections to adjust the two unused 
months and the computer puts out another three month forecast. As before, 
the client only uses the first month’s forecast, repeating the procedure of 
correcting the unused portion of the schedule. 

The 704 program can produce a solution for a problem involving two or 
more commodities. If a source ships two commodities, the supply of both 
must be known. Any source can be involved with any combination of the 
commodities. For example, an oil company source may ship only gasoline, 
or kerosene, or oil; others may ship two of these, and still others may ship all 
three. 

In many cases, a warehouse might receive a certain quantity of a com- 
modity for its local requirement and also be able to store an excess for later 
shipment elsewhere. These intermediate points become both destinations and 
sources. Cranking demand and excess storage capacity of the intermediate 
points into the computer, the client gets a minimum cost solution to these 
“transshipment” problems. 

Cost of a 704 solution depends upon the amount of preliminary analysis 
required and the size of the problem—the more origins and destinations, the 
higher the charge. Generally, rates are $50-$75 per machine run, plus a set 
charge per problem, so it’s best to begin the program with a small, low rate 
problem before expanding use of the service. 

For a typical customer having 11 origins and 46 destinations the costs 
break down as follows: 

Preliminary planning: $100. 

Keypunching: $7. 

704 Calculation: $11 per problem when more than one run is required. 

Output and Miscellaneous: $3. 

Total per problem: $121. 

According to SBC, clients begin the transportation problem as a staff plan- 
ning tool, then after study of the results, transform it into an operating device. 
For management the program identifies bottlenecks in production and helps 
to prepare for changes in any of the factors before they occur. On the opera- 


P.A.’s Shipping Problems 


ting level it takes on the tedious job of evaluating diverse data for purchasing, 
traffic, and production departments. 

Major limitation is gathering data. In preparing information for the com- 
puter, the user is bound to make simplifications of his operations, yet the 
machine’s effectiveness depends on the depth of the data. “Intelligent collec- 
tion of data is the most crucial part of the program. You cannot blindly 
accept information without checks,” says programmer Kallner. 


Not All Firms Benefit 


This computer program does not guarantee a certain percent saving for 
every situation, but it can guarantee that its solution will give the lowest 
possible costs for any freight setup. Kallner estimates that most customers 
save 5%-10% on transportation, but he warns that there are some companies 
that are better off not using the computer system. According to the pro- 
gramer, firms that would not benefit are: 

® Companies with limited supply sources—there are not enough combina- 
tions to make it worth while. 

® Common carriers—the solution is a distribution indicator, not a routing 
aid. 

@ Companies in which service is super-critical and more important than 
freight costs. 

@Companies not willing to give time and backing to the project. It’s 
tedious work to collect data, make accurate sales forecasts, and compile 
freight rates and routes, so that intelligent in house management backing is 
a necessity. 


The map below illustrates how the origins and destinations match up 
when you consider only freight costs. However, there is a possible alternate 
solution that includes production cost in the tabulation. In the sample 
problem, cost of production at Philadelphia is 30¢ per unit; Houston, 35¢; 
San Diego, 10¢; and Milwaukee, 25¢. 

When these costs are put into the 704, the over-all solution takes on 


HOW THE FREIGHT 
COST SOLUTION LOOKS 


Los Angeles 


San Diego Dallas 


Houston 


HOW IT WORKED OUT: Map shows that the longest way round 
may be the most economical way to make shipment. Arrows 
illustrate distribution pattern worked out by the computer. 


some startling changes. The cost of shipping increases $8,075 to a total 
of $25,375. Assignments change too. As before, Philadelphia ships 150 
units to Camden, but the cost goes up to $5,250. 

Under the production cost solution, Houston assigns 85 units to New 
York; 30 units to Camden; and 10 units to St. Louis. The San Diego 
origin point sends 25 units across the country to New York; 75 to Dallas; 
and 165 units to near-by Los Angeles at a total cost of $10,225. Finally, 
Milwaukee ships its entire production of 135 units to St. Louis. 

As in the assignments shown on the map, this solution plays up the danger 
of how distance between origin and destination can be misleading. For 
example, San Diego’s assignment of 25 units to New York cost $2,500. On 
the other hand, Houston ships over three times that number roughly half 
the distance to New York, but the cost is $5,100. 
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Follow-Up: Letters and Comments | 


How Many Bids? 
New York 

The sample problem “How many bids 
should you seek to effect your greatest 
saving?” which appeared in PW Jan. 20, 
61, provided lively and interesting dis- 
cussion among the participants in a re- 
cent purchasing workshop. There was no 
disagreement with the solution of the 
problem as presented, but questions were 
raised about the assumptions made on the 
cost of processing one bid and the sav- 
ings to be made from multiple bids. All 
agreed on the desirability of multiple bids, 
but there was considerable skepticism 
about the statement “You know that the 
more bids you receive, the better price 
you'll get from vendors competing hotly 
for your order.” 

The “games” problem involved the 
purchase of a complicated, costly article 
with a bid spread of $1,300 submitted by 
six bidders. 


The class doubted their ability to fore- 
cast the savings on purchase price result- 
ing from an increasing number of bids. 
They have asked for an opinion on the 
probability of better prices being secured 
by increasing the number of bids. 

The problem shows a decreasing sav- 
ing as number of bids increase but the 
question was raised, “I have selected 10 
firms from many more which for various 
reasons I deem capable and with whom 
I am willing to do business. Assuming 
the answer as to the economic number of 
bidders is four, how then do I know from 
which four to solicit bids?” 

Paul Mark 
Consultant 

@ Answering these questions one at 
a time: 

1. Is it true that “the more bids you 
receive, the better price you'll get?’’ 
Sometimes yes, sometimes no. There 
are two possible interpretations. First, 


that you're squeezing other vendors on 
the basis of bids you've already re- 
ceived. This is not the intended in- 
terpretation. However, if you're receiv- 
ing clesed bids, and if the bid prices 
are likely to vary over a certain range, 
and if you have no idea in advance 
which vendors are likely to give the 
best price, then “‘the more bids you 
receive, the better price you'll get’’— 
on the average and up to a certain 


point. 

2. How can you forecast savings on 
purchase price resulting from an in- 
creasing number of bids? A _ very 
good question. The best procedure is 
to search through the purchasing rec- 
ords on those items which have this 
competition-type market. 

Collect the following information: 

(a) Total number of bids received. 

(b) Lowest bid price 

(c) Average price for all bids. Then 
find the percentage saving for each 
purchase: 


Savings % = 100 (Avg. price—lowest price) 


percentage price 


Then, for each number of bids received, 
find the average percentage saving 
over all the relevant purchases. This 
should give you a basis for forecasting 
the percentage saving you can expect 
when you solicit a given number of 
bids. 

3. If | have ten acceptable vendors, 
and if | find that | should only solicit 
four bids, which firms do | choose? 
This problem is really the lack of a 
problem. If you have reasons for pre- 
ferring certain firms—e.g., prompt de- 
livery, good packaging, established re- 
lations etc.—then by all means follow 
your preferences. However, if all ten 
firms are equivalent, then | suggest you 
pick four out of a hat for the first order. 
if the selected bidder proves satisfac- 
tory, then when the second order comes 
up, solicit his bid again and that of 
the “‘new” vendors. In this manner, 
you can “search” for the best vendor 
and still only solicit the optimum num- 
ber of bids at each time. 


Martin L. Leibowitz 
Consulting Editor 


Buy &¢uipls -- Industry's choice for Quality Products 


a 
ONLY 
EQUIPTO 


IRON-GRIP 


SHELVING 


gives you that 
extra” 


accurately 
and economically 
headed from 


KEYSTONE WIRE 


# Exclusive steel stud — a slope 
in the keyhole joins with the 
taper on the stud to form the 
tightest and strongest of grips. 
The more you load it the 
tighter it grips, yet shelf can 
be moved easily. 

% No clips, nuts, bolts or tools for 
speedy shelf adjustment. 
% 60% saved in assembly time. 


% Shelves 100% adjustable from front 
of unit. 


This fastener is a socket mount for a 
truck rear view mirror. Pheoll Manufacturing 
Company, Inc., Chicago, Illinois, took their 
specifications to Keystone Steel & Wire 
Company for the right wire to cold head this 
part efficiently. 

Keystone Metallurgists, analyzing the prob- 
lem, developed the wire Pheoll specified. This 
special cup screw is now successfully produced 
with smooth working surfaces for proper ad- 
justment of the rear view mirror. 

The flowability characteristics and consist- 
ent quality of Keystone Special Processed 
Wire are the reasons why Pheoll was able to 
produce this special. Consider the parts you 
may be making by another process—perhaps 
with another material. They very possibly 
might be made faster, more economically, 
last longer and give better service when pro- 
duced from Keystone Wire. 

Talk over your forming problems with your 
Keystone Representative. Or send us your 
specifications and blue prints. Let Keystone 
Metallurgists make recommendations for a 
better product made from Keystone Wire. 


% Shelves adjust on 112” centers. 
% Strongest shelf in the industry. 


%& Reinforcements can be added to in- 
crease capacity of shelf to 2,000 Ibs. 

% Four 1” x 2%” uprights allow unit 
to be moved without disturbing 
adjacent units. 


&% Shelf can be inverted to form 
bin front. 


%& Immediately available from stock in all sizes, either open 
or closed, with or without dividers, bin fronts, drawers 
or label holders. Fill out coupon for full details. 


(0 Please send me your Reference Manual No. 487. Also free book- 
let “HOW TO SOLVE YOUR STORAGE PROBLEMS”. 


C) Please have layout engineer call. 


NAME 


Keystone Steel & Wire Company, Peoria, Illinois 


KEYS TONE 


Cold heading and forming wire for industrial uses 


FIRM 


STREET. 


CITY. ZONE__STATE___. 
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Oil Imports Seen Keeping Coal Prices Down 


New York—East Coast coal 
tags—already weakened by re- 
sidual oil competition—are ex- 
pected to fall still further if re- 
sidual oil import quotas aren’t 
reduced for the third quarter. 

Last March Eastern bitumin- 
ous prices dropped for the first 
time in a year (see chart), after 
the Administration boosted im- 
port quotas of residual oil 100,- 
000 bbl./day. 

“Residual oil is liquid coal,” 
said Joseph T. Berta, president 
of Pittston-Clenchfield Coal Sales 
Co. “It cannot be used except for 
the purposes that coal is used 
for.” 

“If residual keeps coming in at 
current levels, it will probably 
continue to press coal prices 
down in the East,” observed Dr. 
Miles Robinson, economist for 
the National Coal Assn. 

Despite coal industry pressure 
there’s a good chance that re- 
sidual fuel oil will continue to 
come in at a good clip. 

Reason: political pressure from 


New Manufacturer Pools 
Ready to Help Companies 
Set Up Control Systems 


New York—Companies seek- 
ing to automate their processes 
are getting a big assist from 
equipment manufacturers, who 
increasingly are pooling their re- 
sources in order to provide more 
comprehensive and complex con- 
trol systems. 

Newest manufacturer group- 
ings involve: 

@ Allis-Chalmers Mfg. Co., 
International Business Machines 
Corp. and Consolidated Systems 
Corp., who have worked out an 
agreement of mutual support in 
engineering and marketing. Con- 
solidated is owned jointly by 
Allis-Chalmers and Consolidated 
Electrodynamics Corp., a wholly 
owned subsidiary of Bell and 
Howell. 

@TRW Computers Co., a 
division of Thompson Ramo 
Wooldridge, Inc., and the Swar- 
twout Div. of Crane Co., who 
have agreed to exchange equip- 
ment and technical information 
in order to provide integrated 
automatic control systems for the 
chemical, petrochemical and pe- 
troleum industries. 

In each case, the manufac- 
turers will work together when- 
ever it is in the best interest of 
the customer to have a coor- 
dinated system. A typical inte- 
grated system would utilize 
Allis-Chalmers’ basic industrial 
equipment, Consolidated Sys- 
tems’ special instrumentation, 
and IBM’s data processing equip- 
ment. 


Ramset Extends Warranty 


New Haven, Conn.—Ramset 
Fastening System has upped its 
warranty on Jobmaster power- 
actuated fastening tools from 90 
days to one year. 

The new guarantee against de- 
fects in workmanship and ma- 
terials applies to models 122D, 
122 FC MK-I, 122 FC MK-IlI, 
and 238M. These tools are used 
for split-second fastening of steel 
and concrete. Ramset is part of 
the Winchester-Western Div. of 
Olin Mathieson Chemical Corp. 
PUC 
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New England. Congressmen 
there are trying to keep residual 
quotas from being lowered be- 
cause they feel that import re- 
strictions have driven residual oil 
prices up 10% over the past 
year (see PW, May 8, p. 7). 

As the spokesman for a major 
oil importer put it, “Usually im- 
port quotas for residual are re- 
duced for the third quarter since 
that is the slack season. But with 
the situation the way it is, no 
one knows if quotas will be cut 
this time.” 

Outside of the 


East Coast, 


however, the price outlook for 
coal is generally stable. 

“There have been some scat- 
tered price cuts brought on by 
gas competition and the recent 
7¢/ton railroad freight hike,” 
commented one industry expert, 
“but demand has been picking up 
and prices should stay pretty 
close to current quotes.” 

Coal usage so far in ’61 is 
running about 16% below year- 
ago figures. But increased ex- 
ports (especially to Japan) plus 
the pickup in steel operations, 


1947-49 = 100% 


121 


120 


19 


118 


117 


Source: Bureay of Labor Statistics 


Bituminous Tags Soften 
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are expected to narrow the gap. Purchasing Week 
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Rome Cable Division supplies 


ALUMINUM WIRE AND CABLE 
COPPER WIRE AND CABLE 
ALUMINUM BUS CONDUCTOR 
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Evaluate Alcoa‘ 


aluminum electrical rigid 


conduit in terms of the problems it solves for 
you and the different people in your plant. 


For example, an electrical engineer will tell 


you aluminum offers many electrical advan- 


—every time. 


processing plants. 


New York. 
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To confirm your own “value anal- 
ysis,”” confer with any of our rep- 
resentatives. Or write for our 12- 
page booklet to Rome Cable Divi- 


° impedance is substantially lessened. Fault 
* sion of Alcoa, Dept. 13-51, Rome, 


tages over steel conduit. Because it is nonmag- 
netic and has high electrical conductivity, 


current safety devices operate quickly—surely 
Those in plant engineering know that alumi- 


num resists corrosion, requires no ) 
coating in most environments, is safe in food 


rotective 


Maintenance people appreciate the way 


How to use “value analysis” 
in buying electrical conduit 


aluminum conduit keeps its good appearance, 
without routine painting. Also, it won’t stain 
adjacent surfaces. 

Those responsible for installation find alu- 
minum’s light weight advantageous. For ex- 
ample, a 10-foot length weighs only 34 pounds, 
compared with 98 for steel. Cutting, threading, 
bending—all are easy and quick. 

Finally, consider your interest in all costs— 
initial, installation, and maintenance. Com- 
pare aluminum with steel, and you'll see what 
a good investment Alcoa aluminum conduit 
really is. 

Conforms to ASA C80.5-1960-Rigid Aluminum 
Conduit and Federal Specification WW-C-540a 


ALCOA 


A 


ROME CABLE 
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Profitable Reading for P.A.s 


New Books 


Supervisors in Action, by Joseph J. 
Famularo. Published by McGraw-Hill 
Publishing Co., 330 W. 42nd St., 


New York 36, N. Y., 238 pages. 
Price: $4.75. 
Here is a modern guide to 


better results for all people in 
business and industry who have 
one thing in common—super- 
vising other people at work. 

The author devotes an entire 
chapter to the _ all-important 
question of selection and place- 
ment of new employees, stating, 
“Keen selection is as important 
to the new employee as it is to 
you and your company.” In 
getting the right man for the 
right job, he suggests three con- 
siderations: (1) Will this man 
“fit in’? (2) How well can he 
do the job? (3) How well will 
he do the job? 


J. J. FAMULARO 


Stressing that employees are 
not only an organization’s big- 
gest problem but also its richest 
resource, the author offers tested 
techniques for developing the 
supervisor’s skills in managing 
people. Included among them 
are: the all-important matter of 
interviewing; the how, when, 
and why of delegating; improving 
morale; increasing production, 
and more. Each of these tech- 
niques reflect important findings 
from studies conducted by psy- 
chologists, personnel people, and 
management consultants. 

In addition, the book provides 
questions to help you analyze 
yourself personally as a super- 
visor: How much action do 
management and employees need 
and expect of you? How high 
is your aggression quotient? Is 
your personality helping to make 
or break you? 


Prospect for America, The Rocke- 
feller Panel Reports, published by 
Doubleday & Co., Inc., 575 Madison 


Ave., New York 22, N. Y. Price: 
$3.95. 
This book reflects the com- 


bined efforts and thinking of 
over a hundred distinguished 
Americans, from every sector of 
the national life. Its principal 
aim: to draw up a comprehensive 
blueprint for a stronger America 
that will enable the nation to 
meet the crucial challenge of the 
future. 

The first complete volume of 
the Rockefeller Panel Reports, 
“Prospect for America,” explores 
six specific areas of national life 
—defense, foreign economic 
policy, domestic economy, edu- 


28 


cation, and foreign policy—and 
then in a final section attempts to 


deal with deeper question of the 
power of the democratic idea. 
Two quotations convey some 


sense of the book’s urgency: “We 
find a world seething with change, 
astir with something more pro- 
found than the surface clash of 
Soviet and American national 
policies.” And: “Our society 
demands ever more urgently not 
only the development of talent 
which is skilled and dedicated 
but the nurture of free, reason- 
ing and responsible individuals.” 


From the — 
— — Manufacturers 


Fire Extinguishers 


Contains complete  specifica- 
tions and performance features 
for company’s line of in-plant fire 
fighters including stationary, 
mobile, and skid-mounted equip- 


ment (16 pages). /ndustrial 
Sales Dept., John Bean Div., 
Food Machinery & Chemical 


Welding Positioners 


Describes applications and 
specifications on 1,000 to 24,- 
000 Ib. capacity welding posi- 
tioners. Features comprehensive 
load capacity table. Section 8 
(28 pages). Aronson Machine 
Co., Inc., Arcade, N.Y. 


Portable Tables 


Discusses cost-saving aspects 


of portable table seating. In- 
cludes dimensional drawings, 
typical installations, and com- 


plete specifications. No. 65 (20 
pages). Sico Mfg. Co., Inc., 5215 
Eden Ave., S., Minneapolis 24, 


Corp., Lansing 4, Mich. 


Minn. 


Precision Springs 


Discusses helical springs, flat 
springs, wire forms, special fast- 
eners, precision metal stampings, 
and assembled springlike de- 
vices (16 pages). Associated 
Spring Corp., Bristol, Conn. 


Polyethylene Glycols 


Describes physical properties, 
specification limits, test methods 
etc. of Carbowax polyethylene 
glycols. Features applications of 
these materials in rubber, wood. 
adhesives, cosmetics, glass, elec- 
tronics, etc. (65 pages). Union 
Carbide Chemicals Co., 270 
Park Ave., New York 17, N.Y 
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PARTS OF THE WHOLE: Typewriter chassis shows how individual parts 
perform tasks when assembled. Display is designed by Underwood 
Corp.'s Purchasing Dept. to spur vendors into cost-cutting VA efforts. 


Blanket Contract Buying Saves for Underwood 


Hartford—An expanded pro- 
gram of blanket contract buying 
has saved the Underwood Corp. 
more than $200,000, with two- 
thirds of the savings stemming 
from long-term contracts on pro- 
duction materials. 

Underwood spends between 
$10-million and $12-million per 
year for raw-materials and sup- 
plies. About 30% of this is pur- 
chased through the blanket 
method. Since Olivetti acquired 
control of the company in 1959, 
blanket contracting has enabled 
purchasing to save $100,000 on 


die castings, $10,000 on grey 
iron castings, $15,000 on springs, 
and $10,000 on cutting tools. 
The blanket order program was 
already underway when the new 
ownership began, but has been 
expanded over the past two 
years. 

Underwood's purchasing staff, 
headed by Ernest E. Norin since 
early 1959, negotiates a “blan- 
ket” agreement with a vendor 
for a one-year period. When a 
particular production item re- 
quires special tooling (i.¢., is 
not a standard shelf item) the 


ARE YOU GROWING FAST? 


‘ALUMINUM SHEET ~~ 
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Quick-response service that keeps pace with 
quick-changing needs is available to you 
through Bridgeport’s unique “Direct Line” 
sales policy. Problems of delivery, scheduling, 
or alloy selection can be discussed directly 
with our Metals Centers, mills or “decision 
makers” by your Bridgeport salesman or 
deskman. Because of this top-level contact, 
your Bridgeport man can give you the type 
of authoritative service on aluminum sheet 
that eases your buying problems. Bridgeport 
can help you grow! 


Aluminum sheet is rolled to “special metals” quality 
by Bridgeport's modern mills at Warren, Ohio and River- 
side, California. Well stocked Bridgeport Metal Service 
Centers provide quick local service in major metalwork- 
ing areas nationwide. Bridgeport salesmen and desk- 
men offer a helpful objective service to metal buyers 
in the proper selection of aluminum, brass and copper 
alloys...call Bridgeport Brass Company, Bridgeport 2, 
Connecticut... offices in principal cities. 


COILED AND FLAT SHEET: WIDTHS to 48”, GAUGES 0.006” 
to 0.125”—IN ALLOYS: 1100, 1145, 3003, 3004, 5005, 5050, 
5052, 5357, 5457, 5557... Bringing 95 years of metals 
experience to the production of quality aluminum, 


GEPORT 
COMPANY 
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agreement allows Underwood to 
abrogate a year’s order by giving 
the vendor three months’ ad- 
vance notice. The “escape-time” 
clause protects Underwood and 
its vendors from being left high 
and dry with large inventories on 
hand. It also allows Underwood 
to reap savings by buying on a 
large, yet flexible, scale. 

Every six months, Norin and 
his staff review the prices of all 
vendor-bought supplies which 
aren’t procured under “blanket” 
contracts, to determine whether 
they may be so bought. They 
also negotiate a new price each 
time an established buying level 
changes. 

Underwood stamps or ma- 
chines most of its typewriter com- 
ponents, except for frames and 
die-cast parts. Nevertheless, 
Norin gives “make-or-buy” con- 
sideration to each part by en- 
couraging vendors to devise ways 
of making it cheaper than Under- 
wood can. He encourages such 
“competition” by displaying all 
typewriter components on a large 
board for vendor inspection. 
“The display board has led in 
a few cases to new vendor ideas 
which have led to real cost sav- 
ings,” Norin says. Example: One 
vendor came up with a way to 
make a steel shaft bearing hous- 


VALUE ANALYSIS BOARD: 
Parts are high-cast items; cards 
list annual usage and expense. 


ing of plastic. Norin expects a 
saving this year of $28,000 on 
this one part alone. 

A seasoned negotiator, Norin 
has shaped a small department 
(four assistant buyers and five 
clerical workers) with these 
clearly defined goals: 

@Location of new supply 
sources. 

_ @Coordination of all requisi- 
tioning activity. 

® Negotiation of purchase-or- 
der contracts. 

@ Purchase-order follow-up 
and closeout. 

Norin’s staff calls on Under- 
wood’s Product Engineering 
Dept. to assist in its value 
analysis program. Purchasing’s 
main job is to determine, through 
negotiation of price, delivery, and 
service terms, which vendor of- 
fers the best value, and to make 
final contracts. Underwood's pro- 
duction department is charged 
with inventory control. 

Olivetti, which has gained a 
solid reputation as one of Eu- 
rope’s best managed firms, has 
made sweeping changes in Un- 
derwood’s old Hartford plant. In 
the first months after the take- 
over, the new management re- 
organized most of the depart- 
ments, and added its own line 
of office calculating machines to 
the new Underwood product line. 
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PRECISION TOOLS — No 20 — L2” Master Precision Square, No. 453 Die Makers’ Square with accessory biades, 
No. 13 — 4" Double Square, No. 55 — 6” Bevel Edge Square 


precision starts with StQPOEL squares 


Nothing could be more precisely square toolmakers and patternmakers check clear- 


than a Starrett No. 20 Master Precision ances, drafts and angles 
Square. It is made with beam and blade hard Here again, Starrett offers the widest possi- 
ened and ground to insure a lifetime of ble choice of types and sizes all readily 


straightness and parallelism. The same goes 
for No. 55 series Bevel Edge Square and the 
many other squares made by Starrett complete line of Starrett quality products 

No. 453 Die Makers’ Square with graduat- Call him — or write for complete Catalog No 
ed, bevel, offset and narrow blades is designed 27 Address Dept. PW, The L. S. Starrett 
for angular adjustment to help diemakers, Company, Athol, Massachusetts, U.S.A 


available through your nearby Industrial 


Supply Distributor who stocks and sells the 


World’s Greatest Toolmakers 


PRECISION GROUND DIE AND FLAT STOCK 
ae . 


HACKSAWS. HOLE SAWS. BAND SAWS. BANO KNIVES 


DIAL INDICATORS AND GAGES 


Meetings 
Previously Listed 
MAY 


Canadian Association of Purchasing Agents 

36th Annual Purchasing Conference and 
Products Display, Royal York Hotel, Toronto, 
May 28-31. 


JUNE 


National Association of Purchasing Agents 
46th Annual Convention and Inform-A-Show, 
Conrad Hilton Hotel, Chicago, June 4-7. 


Plastics Exposition—-Society of Plastics Indus- 
try, Coliseum, New York, June 5-9. 


Drop Forging Assn. Annual Meeting — 
Greenbrier, White Sulphur Springs, W. Vir- 
14-17. 


JULY 


Western Plant Maintenance and Engineering 
Show—Pan Pacific Auditorium, Los Angeles, 
July 18-20. 


ginia, June 


Institute of Surplus Dealers—16th Trade 
Show, New York Trade Show Building, July 
30-Aug. 2. 


SEPTEMBER 


Pacific Intermountain PA Conference—Hotel 


Westward Ho, Phoenix, Ariz., Sept. 29-30. 
OCTOBER 
NAPA, District 2—15th Annual Southwest 


Purchasing Conference, Statler Hilton Hotel, 
Dallas, Oct. 5-6. 


Associations of the Western Building Indus- 
tries Council—Ist Annual Western Building 
Industries Exposition, Great Western Exhibit 
Center, Los Angeles, Oct. 7-10. 


World of Sales . . . 


J. Davidge Warfield was named vice 
president-sales, Veeder-Root, Inc., Hart- 
ford, Conn. 


Orval W. Riggs has advanced to man- 
ager of instrument and control product 
sales, Republic Flow Meters Co., sub- 
sidiary of Rockwell Mfg. Co., Chicago. 


Barton O. Williams has been promoted 
to western division sales manager, Amer- 
ican Concerton, Inc., division of Astro-~. 
Science Corp., Culver City, Calif. 


Peter J. Equi has been elevated to sales 
promotion coordinator, Construction 
Equipment Div., Worthington Corp., 
Holyoke, Mass. 


Marvin Van Dusen has been given the 
post of product sales manager of Powr- 
worker electric hand trucks, Industrial 
Truck Div., Clark Equipment Co., Battle 
Creek, Mich. 


William E. Brown was appointed na- 
tional sales supervisor, Connector and 
Cable Div., Microdot, Inc., South Pasa- 
dena, Calif. 


Richard Mark has been assigned the 
post of sales manager, California Com- 
puter Products, Inc., Downey, Calif. 


Robert Sergeson, Jr., was advanced to 
vice president-sales, White Truck Div., 
White Motor Co., Cleveland. 


John J. O’Connor has moved up to 
general manager for production planning 
and sales service, Stainless and Strip 
Div., Jones & Laughlin Steel Corp., De- 
troit. 


SHZ 


jrom 


ZOHVOZ 


buying chore. 
HERE’S WHY. 


Norton now offers this outstanding wheel 
team for production-precision and economy 


in centerless grinding .. . 


e@ The 23 ALUNDUM grinding wheel for 
premium performance at non-premium price. 


@ The R51 bond feed wheel for positive feed 
and accurate work support plus long service 


life. 


23 ALUNDUM Abrasive is no ordinary alu- 
minum oxide. In price it is non-premium. . 
but with premium toughness and sharpness 

. . and fast, free cutting action that means 


premium performance. 


23 ALUNDUM wheels have other important 
advantages: friability, which minimizes dress- 
ing . . . uniform duplication, for uniform per- 
. and versatility, for grinding all 
steels, Meehanite, aluminum and many other 


formance. . 


metals. 


Teammate R51 is not just another feed 
wheel. This special Norton abrasive-and-bond 


Making better products. 


NORTON PRODUCTS: Abrasives + Grinding Wheels + Machine Tools + Retracteries + 


The top-ranking wheel team 
for centerless grinding 


The 23 ALUNDUM¢* grinding wheel and R51 feed wheel . . . the best perform- 
ing, longest lasting combination on any centerless grinder. 


Although centerless grinding is a two-wheel 
operation, it doesn’t need to be a two-brand 


Non-Slip Floors — BEWR- MANNING DIVISION: Coated Abrasives + 


combination has thoroughly proved the im- 
portance of the feed wheel to accurate, low- 
cost centerless grinding. 

Reports from plants all over the country 
credit R51 wheels with exceptional perform- 
ance, minimum dressing and no slipping or 
chatter. And Norton quality control keeps 
them uniform from wheel to wheel and lot to 
lot. 

On the new Norton No. 2 Straddle-Bearing 
Centerless Grinder — or on any other machine 
of this type —23 ALUNDUM grinding wheels and 
R51 feed wheels make your best matched team 
for low cost, volume production centerless 
grinding. For expert aid in wheel selection, 
and a test run in your plant, see your Norton 
Man, a trained Abrasive Specialist, or your 
Norton Distributor, NoRTON CoMPANY, Gen- 
eral Offices, Worcester 6, Massachusetts. 


Plants and distributors around the world. 
*Trade Mark Reg. U.S. Pat. Off. and Foreign Countries 


ABRASIVES 


w-2012 


to make your products better 
Sharpening Stones + 


Pressure Sensitive Tapes 


Milwaukee P.A. Uses Signal System 
To Keep Score on Waiting Salesmen 


Milwaukee, Wis.—Some years 
ago, an inventive municipal P.A. 
solved the problem of what to do 
about salesmen whose foot-in- 
the-door tactics wasted valuable 
time and created waiting-room 
logjams. He invested $25 and 
a few leisure hours to build a 
suitcase-size black box that 
shows at a glance how many 
salesmen are waiting outside. 
The gadget also chimes a discreet 
“bong” when the man cross the 
P.A.’s desk has outworn his wel- 
come. 

This handy device was the 
brainchild of Joseph W. Nichol- 
son, former P.A. for the city 
of Milwaukee and now a 
PURCHASING WEEK consultant. 
The beneficiary of Nicholson’s 
inventiveness is Andrew L. Lehr- 
baummer, present city purchas- 
ing agent. 


The Hint 


“Some of these salesmen can 
get pretty enthusiastic with 
their conversations, especially if 
they’ve just come from a sales 
training meeting and stop here 
first,” says Lehrbaummer. “I 
usually give each salesman about 
15 minutes of my time. If he 
acts as if he will stay longer, I 
glance up at the box and tell him 
the number of other salesmen 
waiting to see me. If he doesn’t 
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SEND HIM IN: Interview time in 
office of A. L. Lehrbaummer is 
monitored by box (upper right). 


take the hint, I usually stand up 
and ask him to excuse me.” 

The box measures 18-in. by 
24-in., and has a frosted glass 
front painted with a number code 
(for how many salesmen are 
waiting outside) and a symbol 
code (which warns when the man 
outside is a V.L.P.). 


Christmas-Tree Lights 


Christmas-tree lights (7 v. 
each) glow behind their appro- 
priate numbers through holes cut 
in a thin wood panel behind the 
glass. Lehrbaummer’s _ recep- 
tionist controls the lights and 
gong with a telephone-type tog- 
gle switch, which connects to 
the box by low-voltage, exposed 
wiring. An old toy train trans- 
former powers the gong, but a 
heavy-duty door-chime type 
could do the job just as well. 

Lehrbaummer reports that 
even the salesmen are pleased 
with the device. “It gives them 
some assurance that the guy be- 
fore them isn’t going to stay all 
day,” he says. 
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BY THE NUMBERS: Box shows how 
many salesmen are waiting. Gong 
sounds when interview time is up. 


North California P.A.'s 
Name Hahn President 


San Francisco — James D. 
Hahn, purchasing agent for the 
University of California San 
Francisco Medical Center, was 
elected president of the Purchas- 
ing Agents Assn. of Northern 
California. 

Duncan Gregg, purchasing 
agent for Kaiser Aluminum and 
Chemical Corp., Oakland, was 
elected first vice president and 
John S. Millar, Sperry-Gyroscope 
Co., Sunnyvale, was elected sec- 
ond vice president. Secretary is 
Ben A. Wilson, Fibreboard Paper 
Products, San Francisco. 


NEW OFFICERS OF SYRACUSE & CENTRAL N. Y. ASSN.: (seated, I-r) 
Ist v.p. G. L. Petrie, Dietz Co.; pres. F. P. Bauman, GE; 2nd v.p. V. H. 
Pooler, Carrier Corp.; (standing) treas. R. H. Greenfield, Gray-Syracuse; 
secy. J. E. Edmonds, Lipe-Rollway; natl. dir. W. L. Walls, Ithaca Gun Co. ,, 


“The superior quality 


« * ° 
is evident at first glance... 
... that’s why we recently decided to stock LUSTERIZED®cold finished steel bars} 3 


SAYS J. T. ERWIN, VICE-PRESIDENT OF ELLIS-ERWIN SUPPLY CO., 


INC., TAMPA, FLA., who stands in the group at the right with 


J. E. Ellis, Jr., Sales Manager, W. Gray Ellis, Purchasing Agent and E. C. Cox, Office Manager. 


BLISS & LAUGHLIN LUSTERIZED bars are 
immediately distinguishable from ordinary cold 
finished steel bars in the racks at Ellis-Erwin, 


When a long-established steel service center 


decides to concentrate on selling a 


articular line 


of cold finished steel bars, the bars obviously must 


be superior. 


That is precisely why Ellis-Erwin Supply Co., Inc., 
Tampa, Fla., selected Bliss & Laughlin Lusterized 


Finish steel bars. 


_ Mr. J. T. Erwin, Vice-President, writes: ‘‘We 
intend to expand our cold finished sales considerably 


BL-613 


Leading Independent Producer of Cold Finished Stee/ Bars 


BLISS & LAUGHLIN 


GENERAL OFFICES: Harvey, lll, 


Purchasing Week 


Mr. Erwin reports, Mr. W. Gray Ellis and Mr. 
Erwin are shown checking the close tolerance 
and superior finish of a Lusterized bar. 


MILLS: Harvey, Detroit, Buffalo, Los Angeles, Seattle, Mansfield, Mass. 


THE SAVINGS that can be realized 
during production with Lusterized 
Finish bars are figured by Mr. Erwin 
and Mr. Ellis. 


in 1961. There is a marvelous opportunity in our 
area with your products. The exclusive quality-pluses 
and the fast service you render will help us achieve 
our goal of furnishing the best products to our 
customers.. .”’ 

This is another example of why more progressive 
steel service centers stock and recommend Bliss & 
Laughlin Lusterized Finish bars than any other cold 
drawn bars. . 


a 


Specialists 

In Finish, 

Accuracy, 
Straightness, 
Strength and 
Machinability 


RP 


Industry News in Brief 


B&L to Build 


Medina, Ohio Bliss & 
Laughlin, Inc., will build a $2- 
million plant here for producing 
cold finished steel bars. The new 
mill will have an annual capacity 
of 25,000 net tons. Construction 
is scheduled to start in late 
spring, with completion slated by 
Oct. 1. 


Firestone Adds Line 


Hopewell, Va.—Firestone Tire 
& Rubber Co. will branch out 
into a new field this June when it 
begins producing lofted nylon 
filament for rugs and carpeting at 
its plant here. The material will 
be sold under the trade name 
“Nyloft.” Initial annual capacity 
of the plant will be 4-million Ib. 


Mobay Boosts Output 

Pittsburgh Mobay Chemical 
Co. will complete this month an 
expansion program at its plant 
in New Martinsville, W. Va., 
which will increase production 
capacity for tolylene diisocyanate 
(TDI) from 25-million to 40- 
million Ib. annually. The com- 
pany also plans another addition 
that will raise capacity to the 
50-million Ib. level by fall. TDI 
is used in making urethane foams 
and other products. 


GIC Buys Pyramid 


New York—General Instru- 
ment Corp. has completed the 
acquisition of Pyramid Electric 
Co., Darlington, S. C., following 
dismissal of a suit in which a 
minority group of Pyramid stock- 
holders attempted to block the 
merger. General Instrument, an 
electronics producer, formed a 
new Capacitor Div. combining 
Pyramid’s operations with those 
of its Micamold Div. 


Fairbanks, Morse Buys 


Yonkers, N. Y. Fairbanks, 
Morse & Co. has obtained addi- 
tional manufacturing equipment 
for its Electronics Div. plus a 
lease-hold on a new 120,000-sq. 
ft. building here by purchasing 
Herold Radio & Electronics 
Corp. Fairbanks, Morse said 
the headquarters of two of its 
operating divisions—the Elec- 
tronics Div. and the Scale Div.— 
will be moved to Yonkers. Fair- 
banks, Morse is a major indus- 
trial component of Fairbanks 
Whitney Corp. 


MW Forms Subsidiary 


Chicago — Montgomery Ward 
& Co. formed a wholly owned 
subsidiary to produce industrial 
paints and finishes, following the 
purchase of three paint factories 
from Standard Toch Industries, 
Inc., Philadelphia. Name of the 
new subsidiary is Standard T 
Chemicals Co. The three plants 
are located in Chicago; Staten 
Island, N. Y., and Linden, N. J. 


A-C to Broaden Line 


Harvey, Ill. Allis-Chalmers 
Mfg. Co. said production at its 
new engine plant here is expected 
to begin about July 1. A spokes- 
man said the new facilities will 
enable Allis-Chalmers to broaden 
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its line of diesel, natural gas, 
butane, and gasoline engines. 
Initial production will consist of 
the company’s line of nine basic 
diesel and gasoline engines. 


Gulf to Expand 


Philadelphia—Gulf Oil Corp. 
will build new benzene-cumene 
facilities at its refinery 
output of the benzene unit will 
be combined with propylene to 
make cumene, which is used in 
the manufacture of petrochemi- 
cals such as phenol and acetone. 


The new facilities are expected to 
be completed by early 1962 


Textron Buys Sprague 


Providence, R. I. — Textron, 
Inc., has moved into the public 
utility field for the first time by 
acquiring Sprague Meter Co., 
Bridgeport, Conn., a manufac- 
turer of gas meters and regulators. 
Textron is a diversified company, 
which already is involved in the 
defense, textile, automotive and 
other industrial and consumer 
fields. 


Merger Rejected 


Montour Falls, N. ¥.—Stock- 
holders of Shepard Niles Crane 
& Hoist Co. turned down a pro- 
posal to merge the company into 
Ingersoll-Rand Co., New York. 
The group opposing the pro- 
posal claimed the merger would 
reduce their equity from about 
$53 to about $25 per share. 
Ingersoll-Rand had hoped to 
diversify its product lines by ac- 
quiring Shepard Niles, which 
makes overhead cranes and 
hoists. 


Johnson Buys 


New Castle, Pa. — Johnson 
Bronze Co. has acquired Ferro 


Powdered Metals, Inc., Salem, 
Ind., a producer of engineered 
powder structural parts and 
shapes. Johnson manufactures 
sleeve bearings and _ bushings, 
bronze bars, engine bearings and 
powdered metal bushings and 
parts. 


Beloit Expands Line 


Beloit, Wis. — Beloit Tool 
Corp. has expanded its product 
line to include solid carbide cut- 
ting tools by acquiring the Walter 
T. Cole Tool Co., Scottsdale, 
Ariz. Beloit Tool, which makes 
high-speed steel taps and other 
cutting tools, said it will operate 
Cole as a subsidiary corporation. 


best bet in motors: 


Purchasing Week 


BLOWER MOTORS 


Sleeper! Cradle-mounted in resilient rub- 
ber for extra-quiet, vibration-free opera- 


tion. 


Low starting torque prevents belt 


slippage and starting noise. It's a ball 
bearing motor that runs as quietly as a 
sleeve bearing type. Magnetic noises are 
reduced to an absolute minimum by 
special machining and assembly proces- 


ses.. 


. air noise is practically eliminated 


by unique ventilation design. And forthe 
ultimate in space savings, investigate 
the A. O. Smith Inside-Out permanent 
split-capacitor blower motor. No switch- 
es, relays, pulleys — a proven direct 
drive motor. 
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P/W BUREAU CHIEF STEWART W. RAMSEY 
Focuses a Purchasing Spotlight 
On the Industrial Midwest 


| now may be feasible to make an important petrochemical 

“building block”—ethylene—in Chicago at a price com- 

petitive with the Gulf Coast, according to Amoco Chemicals. 
Ethylene is the basis of a number of plastics, and the Chicago- 


INTEGRALS 
The workhorse of the A. O. Smith line. 


Milwaukee area is said to be the second largest plastics produc- 
ing area in the country. But Chicago plastics molders have 
had to import their resins from elsewhere. 

The price Amoco is talking about being competitive is roughly 
5% ¢ per pound of high purity ethylene. Amoco based its esti- 
mate on a preliminary study. But taking into consideration the 
rising cost of natural gas in the Gulf Coast area, the raw material 
from which ethylene is made, plus the cost of building a manu- 
facturing plant in Chicago, the cost of land and transportation 
costs, Amoco’s survey is optimistic. 

Amoco already has several chemical plants at nearby Joliet. 
An affiliate, American Oil, has one of the largest oil refineries 
in the nation at Whiting, Ind., representing a huge uncommitted 
pool of raw material. Several gas lines converge on Chicago, and 
others have been proposed. 

A definitive engineering study has been authorized and hope- 
fully targeted for completion sometime toward the end of the 
year. 


HERMETICS 


These open motors provide that extra 
amount of moisture protection. And you 
get quiet operation for critical noise 
areas along with a power reserve that 
pulls across adverse operating condi- 
tions. Rotors are pressure cast in one 
operation to provide an indestructible 
construction. Rotor and shaft assembly 
are dynamically balanced to minimize 
vibration. On models up through five hp 
single-phase, the capacitor is mounted 
inside the motor housing for space-sav- 
ing installation, maximum protection 
and streamline appearance, 
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A true thoroughbred! Rotor-stator assem- 
blies are designed specifically for sealed 
compressors . . . quality-built to provide 
a reliable source of power for refrigera- 
tion or air conditioning, year-in and year- 
out. They’re custom-built and. dynami- 
cally-balanced for years of dependable, 
quiet, vibrationless service. What's more, 
each motor is manufactured under the 
strictest quality control . . . assembled 
and tested under controlled atmospheric 
conditions, ever-free of dirt and dust. 
Application-engineered in single-phase 
and polyphase, 34 to 100 hp. 


Purchasing Week 


To facilitate the quick deliv- 
ery orders that are a feature of 
current steel buying, Inland Steel 
Co. is setting up centralized one- 
step processing of customer or- 
ders under a new central order 
processing division of production 
control. Previously, order proc- 
essing was done at the general of- 
fice order division and in various 
mills. The new system is expected 
to shorten lead time and simplify 
paper work. 

Inland started the new system 
with its hot strip sheets and plates 
group. By June all orders are 
expected to be under Central Or- 
der Processing. 


The pace has quickened at the 
Port of Chicago, and it is hoped 
that the latest move to build a 
large bulk liquids terminal will 
have the effect of “snowballing” 
further development. 

This is because the job will in- 
volve dredging some 2-million yd. 
of clay from a basin at the south- 
eastern end of Lake Calumet. 
The harbor that serves lake and 
ocean shippers and connects with 
the inland waterway is located on 
Lake Calumet. When the dirt is 
dredged out, there will be more 
land accessible to deep water. 
This will make it more inviting to 
development. 

Soon after Union Tank Car’s 
announcement for the $17-mil- 
lion bulk liquids terminal, the 
Chicago regional port district be- 
gan seeking bids for leasing of 
new shipping facilities to be built 
at a cost of $20-million. The 
facilities would make up the first 
section of the port district’s 
planned $30-million expansion. 

Bids for leases will cover a 
10-million bu. grain elevator, two 
warehouses, steel docks and 
transit sheds, and a packaging 
plant for containerization cargo. 
The new wharf and cargo shed 
facilities will increase the number 
of 500-ft. ship berths from 6 to 12. 


The problem of whether to 
specify “all solid-state” when 
you’re selecting amplifying equip- 
ment spurred one of the liveliest 
discussions at the Instrument So- 
ciety of America’s 4th National 
Power Instrumentation Sympo- 
sium a few weeks ago. 

The discussion was touched off 
by a talk by J. L. Cockrell and 
E. W. Voorhoeve, of Leeds & 
Northrup Co., on “the applica- 
tion of transistors, magnetic am- 
plifiers and vacuum tubes in 
power plant instrumentation.” 
The two men examined the pros 
and cons of the devices at length, 
and ended up recommending that 
the customers specify the relia- 
bility, performance, environmen- 
tal conditions, safety requirements 
and any other functional parame- 
ters deemed significant, but not 
specify how the equipment should 
be designed. 

Because the customer is most 
interested in the end result, he 
usually will get a better product 
at a lower cost if he leaves the 
interrelated choices of magnetic 
amplifiers, transistors or vacuum 
tubes up to the designer who is 
responsible for meeting his re- 
quirements, they said. In some 
cases, a combination of all three 
types of amplifying devices may 
be optimum. The phrase “all 
solid-state” sounds fine, but it is 
not necessarily synonymous with 
the best over-all system execu- 
tion for a particular application, 
according to the Leeds & North- 
rup experts. 
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Here's your weekly guide to... 
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Stapling Machine 


bie pormits you to paile 04.3*5 card, 


Works Automatically 


Stapling machine automatically aligns Copy gives only peilinent delails 


sheets and then staples, counts, and stacks w 

them in a receiving tray. It drives one or . 

two staples in sheets ranging in size from ollie inal aud } Jook- 

5 in. x 64% in. to 11% in. to 14% in. and / codls F 

handles set thicknesses up to % in. The / Cal > 

unit can be integrated with one of the manu- _ / yy 

facturer’s collators or be hand-fed. ~ ‘ : 
Price: $800. Delivery: immediate. rs L hrow sollten, ithe appeared 
Thomas Collators, Inc., 100 Church St., \ 


New York 7, N. Y. (PW, 5/29/61) 


Stapling Plier 
Operates on Air Pressure 


Air-driven stapling plier comes in four 
models to drive staples ranging from 3/16 
in. to 9/16 in. long in any of three wire 
sizes. Deep-throat design permits driving of 
staples up to 4% in. in from the edge of 
the work. The tool holds up to 210 staples 
and works on air pressures of 45 psi. to 90 
psi., depending on the material. 

Price: $47.50. Delivery: immediate. 

Bostitch, Inc., 2023 Briggs Dr., E. Green- 
wich, R. I. (PW, 5/29/61) 


Pressure Cleaner 
Sprays Solutions 


Electrically powered and heated pressure 
cleaner handles a variety of jobs. It produces 
a degreasing or cleaning spray of 25 gph. 
at 300 psi. and 100 F rise in solution tem- 
perature, or a wash-rinse spray of 90 gph. 
at 250 psi. and a 25 F temperature rise. 
Available in portable and stationary units. 

Price: $325 (drum mounted), and $425 
and $450 (self-contained). Delivery: im- 
mediate. 

Homestead Valve Mfg. Co., Coraopolis, 
Pa. (PW, 5/29/61) 


Roof Coating 
Reflects Heat 


Butyl rubber alkyd compound impreg- 
nates roof surfaces, protecting against de- 
terioration and providing heat reflective 
qualities. In warm weather it keeps interiors 
up to 15 deg. cooler. It can be applied by 
roller, brush, or spray gun but should not 
be used on gravel or wooden shingles. One 
gal. covers 100 to 500 sq. ft. 

Price: $7.25/gal. Delivery: immediate. 

Superior Paint & Varnish Corp., 3065 N. 
Rockwell St., Chicago 18, Ill. (PW, 5/ 
29/61) 


Water Cooler 
Has Small Capacity 


Water cooler is 12 in. sq. and 36 in. high, 
exclusive of the bottle. It is intended for 
use in areas of limited space where limited 
per-hr. cooling capacities are sufficient. The 
cabinet, with wraparound construction, is 
finished in two-tone baked enamel. It is sup- 
plied also with a gleaming white finish. 

Price: $124.95. Delivery: immediate. 

Ebco Mfg. Co., 265 N. Hamilton Rd., 
Columbus 13, Ohio. (PW, 5/29/61) 
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Calculator 
Works at 340 Cycles 


Calculator is a portable, electric machine 
that adds, subtracts, multiplies, and divides. 
It has a 10-key keyboard, totals to as high 
as 11 digits, and operates at 340 cycles per 
min. The compact unit is 10 in. x 7 in. x 
3% in. and weighs 7 lb. 

Price: $125 (carrying case, $14.95). De- 
livery: immediate. 

Bohn Duplicator Co., 444 Park Ave. S., 
New York 16, N. Y. (PW, 5/29/61) 


Key Punch 
Repairs Tabulator Cards 


Auxiliary, desk-top punch repairs dam- 
aged tabulator cards on-the-spot. The 
portable unit is a lightweight machine and 
requires no electrical connection. The 
punch has 14 keys—one for each of the 12 
vertical positions and space and release keys. 
A built-in box collects punchings for empty- 
ing. 

Price: $395. Delivery: 15 days. 

Panels Wires, Inc., 213 E. Grand Ave., 
S., San Francisco, Calif. (PW, 5/29/61) 


Dolly 
Lifts and Moves Equipment 


Combination dolly and platform mover 
slides under the apron of equipment to be 
moved. When in position, the rear wheels 
are off the ground until the operator places 
his foot on the unit which lifts the equip- 
ment. The user then tilts the weight to 
himself until it is balanced and ready for 
movement. 

Price: $8.95. Delivery: immediate. 

Automatic Service Supply Co., 17225 
Sherwood Ave., Detroit 12, Mich. (PW, 
5/29/61) 


Wall Clock 


Works on a Battery 


Battery-powered wall clock can be in- 
stalled anywhere. The portable clock is 
chrome and has a 12'4-in. diameter face, 
and operates accurately for up to three years 
on a single battery. 

Price: $25 (including battery). Delivery: 
immediate. 

Edmund Scientific Co., Barrington, N. J. 
(PW, 5/29/61) 
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New Products 
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Adjustable Lamp 
Has Magnetic Base 


Magnetic-base lamp adjusts to proper 
angle for flexible use of lighting where 
needed. The plastic reflector is self-ventilat- 
ing and has a fully insulated switch and 
socket. Reflector and base are both finished 
in yellow and the lamp is furnished with a 
10-ft. length of yellow cord. 

Price: $17.50. Delivery: immediate. 

Daniel Woodhead Co., 15 N. Jefferson St., 
Chicago 6, Ill. (PW, 5/29/61) 


Rotary Camera 


Uses 35-mm. Film 


Rotary camera with 35-mm. film has a 
reduction ratio of 12 to 1. The high resolu- 
tion is suitable for electrostatic printing and 
paper enlargements of high quality. The 
camera accommodates records up to 12-in. 
wide by any length, at up to 150 fpm. The 
compact unit is transportable and features 
daylight loading, automatic feeding, and 
warning signals. 

Price: $1,450. Delivery: immediate. 

Remington Rand Systems, 122 E. 42nd 
St., New York 17, N. Y. (PW, 5/29/61) 


Airless Spray System 
Gives up to 2,800 psi 


Airless spray system has a 28-to-1 ratio 
pump which delivers pressures up to 2,800 
psi. The assembly consists of pump and con- 
tainer, hose assembly, spray gun, and choice 
of tungsten carbide spray tips. The portable, 
10-gal. unit is available also equipped with a 
doliy and air-operated elevator. All wearing 
surfaces have a heavy chrome finish. 

Price: $445. Delivery: immediate. 

Spee-Flo Co., 6614 Harrisburg Bivd., 
Houston 11, Tex. (PW, 5/29/61) 


Cable Clamp 
Adjusts to Bundle Diameter 


Nylon cable clamp secures signal cables or 
bundles without the need of tools, and ad- 
justs to accommodate bundles of from %-in. 
to %4-in. dia. The clamp may be used for 
temporary or permanent assemblies, and has 
withstood vibration tests up to 20 g at 2,000 
cps. and 50 impact shock tests from 50 g to 
120 g. 

Price: $50/1,000. Delivery: immediate. 

Weckesser Co., Inc., Dept. PW-7, 5701 
Northwest Hgwy., Chicago 46, Ill. (PW, 
5/29/61) 


Ladder 


Clears Obstacles 


Ladder with cantilever construction and 
caster-mounted base clears obstacles and lets 
the user get close to his work without over- 
reaching. User’s weight on the first step re- 
tracts the front casters and sets rubber-tipped 
anchor legs on the ground. The ladder is 
available with from eight to twelve steps. 
Price: $158 to $257. Delivery: 2 to 3 wk. 

Ballymore Co., Lincoln & Garfield Aves., 
West Chester, Pa. (PW, 5/29/61) 


Another PURCHASING WEEK service: Price and 
delivery data with each product description. 


This Week’s 


Product Perspective 
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BERYLLIUM, which has the highest strength-to-weight ratio of any 
metal, is starting to edge into more nonmilitary products. About 80% of 
the light metal still goes into atomic and defense uses. 


® Although beryllium is expensive, it has a set of properties unmatched by 
any other metal. It weighs about two-thirds as much as aluminum, onc- 
quarter as much as steel. The metal retains high strength at temperatures well 
over the melting points of most light metals (more than half its yield strength 
remains at 1,000F) and will hold its shape better than steel under equal 
forces. The ability of 3 tb. of beryllium to absorb as much heat as 8 bb. of 
aluminum, 14 Ib. of steel or 17 lb. of copper gives the metal unique char- 
acteristics for use in space vehicles for re-entry into the atmosphere. 

An expansion coefficient close to that of steel makes beryllium parts com- 


patible with mating steel parts. Beryllium rotors, for example, can be used 
with steel bearings. 


Mechanical Properties of Beryllium 


Vacuum Extruded 
Hot-Pressed and Annealed Cross-Rolled Forged 
Tensile strength (psi)... . y 70,000 70,000 
Yield strength (psi) Y 45,000 40,000 
% elongation 10 5 
Rockwell hardness B90 B9S 


®@ Beryllium oxide, which is a nonmetallic ceramic material, is growing 
along with its relative, although it is still a small part of the beryllium picture. 
It has unique characteristics such as ability to withstand temperatures twice 
as high as those beryllium can take. It has superior thermal conductivity, and 
is also an excellent electrical insulator. Beryllium oxide can be fabricated into 
large shapes or small parts. One of the most important uses is to carry off 
heat from miniature electrical devices. 

@ Finished beryllium parts usually start as a powder, hot-pressed in a 
vacuum. Mechanical strength and ductility are raised by hot working at about 
1,400F. Fabricating parts from sheets is tricky, because although soft, 
beryllium is also brittle. Cold forming is limited to a few percent before 
fracture, and bending, deep drawing, brazing, and welding all take special 
procedures. 


Machining the metal is different, but not difficult—almost anything that 
can be machined from aluminum can be made from beryllium. Fine surface 
finishes, precision tolerance holes and thin-wall sections are routine. Toxicity 
is a problem and care must be exercised during machining to keep concentra- 
tions of the metal in the atmosphere below certain allowable maximums. 
Beryllium is “notch sensitive” and careful design is needed in notches, such 
as bolt threads and heads. 


© Lightweight strength makes beryllium a good bet in high-speed rotating 
machinery, because it lowers starting inertia, decreases power to maintain 
speed and cuts centrifugal forces on the part. Atomic uses have assumed 
major importance, because it is the only metal that can be used both as a 
moderator and reflector in a nuclear reactor. Future in this field seems bright 
in advanced gas-cooled reactors designed to operate at 800F to 1,200F. 


Here are some current commercial uses for beryllium: automotive (dis- 
tributor springs and windshield wiper valve), wiring devices (socket con- 
tact blades, plugs and switches), radio devices (socket blades and tube 
contact clips), motor controls (contact blades and armature hinges), bearings 
(retainers and seals), power drives (worm gears and chain sprockets), food 
machinery (valves, linkages, gears, and nozzles), chemical equipment (shread- 
ers, heaters, valve seats, pump impellers), precision devices (springs, bearings, 
diaphragms, bellows). 


© Beryllium is expensive on a per lb. basis, and fabricating costs push up 
total part costs many times. In ingot form it sells for $48 to $75 lb. The 
97% purity grade was listed at $71.50 lb. last week. But the recent dis- 
covery or low-grade U.S. ores (and methods of processing them) may 
eventually bring tags down. 


© The beryllium industry is currently growing at 100% a year, and industry 
experts estimate that consumption will double every two years for the next 10 
or 12 years. Until recently all beryl ore was imported from Brazil and 
Mozambique, but several companies have developed processes for refining 
low grade U.S. ore economically. 


United Technical Industries, Inc., is completing a new plant at Delta, 
Utah, which will have a capacity to produce 250 to 500 Ib. of high purity 
beryllium oxide daily. The new process uses American beryllium-bearing 
clays instead of the beryl ore. 
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New Devices for Transmission 
Speed Data Over Phone Lines 


New York—Bell Telephone System 
and the Digitronics Corp. have both come 
up with new high-speed devices to send 
data over regular telephone lines at sub- 
stantial savings in transmission costs to 
the users. 

Bell’s Dataspeed, a teletypewriter tape 
system, and Digitronics’ Dial-O-Verter are 
both capable of transmitting in excess of 
1,000 wpm. at regular toll call rates. 
Both systems use Bell's Data-Phone to 
dial connections. 

The Dial-O-Verter transmits and re- 
ceives data in all media—paper tape, 
punched cards, and magnetic tape. It is 
capable of transmitting in one medium 
and receiving in another, and it provides 
error detection and correction facilities. 

Dataspeed systems now operate only 
on the standard, five-level teletypewriter 


tape. Other models are now in develop- 
ment to handle five-, six-, seven-, and 
eight-level tape and provide error detec- 
tion and correction. 

Initial Dataspeed installations will be 
made in the latter part of this year, with 
monthly rentals of $125 for the transmit- 
ting unit, $100 for the receiver, and $40 
for each Data-Phone. 

Already Operating 

The Dial-O-Verter already is operating 
in several installations and is available for 
sale or lease with three to six months 
delivery. Prices cover a wide range of 
equipment available, depending on the 
media involved. The magnetic tape 
terminal, for instance, will sell for 
$36,150 plus options, or rent for $1,205 
per month. 


“This chart survey 
Saved us work, 
time and money!” 


“T used to order recording charts 
as frequently as we needed them. 
But not now. This simple survey 
helped me place a single long- 
term order for GC charts with 
automatic deliveries spaced to our 
requirements.” 


You, too, can stop fussing with lots 
of little orders, for lots of different 
recording charts, from lots of differ- 
ent suppliers. Send for a GC Chart 
Survey Form. Merely list chart 
numbers and the quantity you use. 
Return your completed Survey to 
GC and they will send you free 
chart samples for your engineers 
to check and a firm price for filling 
all your chart requirements. If it 
looks good you can then place one 
order covering several months or 
even a full year. GC will make auto- 
matic deliveries to meet your needs. 


In addition to saving time and 
clerical work, GC charts cost less 
because they are produced in such 
large quantities so efficiently. And 
their quality is guaranteed by GC, 
the world’s largest recording chart 
specialists. 


Start saving—and get quality and 


service. Write today for your chart 
survey forms. 


RECORDING 
CHARTS 


DISTRIBUTED BY: 
TECHNICAL SALES 
CORPORATION 


Dept. PW 189 Von Rensselaer St. 
Buffalo 10, N. Y. 


A SUBSIDIARY OF: 
GRAPHIC CONTROLS CORPORATION 
Buffalo 10, New York 
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Hints on 
fluorescent 
starter 
selection 


G-E STARTERS GIVE YOU 
SPECIAL PROTECTION 
AGAINST SHOCKS 


General Electric puts insulating 
liners in its fluorescent starters, to 
protect maintenance people against 
the slightest chance of a shock. The 
liners prevent inside elements from 
touching and charging the outside 
metal can — a possibility in unlined 
starters if they are mistreated or 
dropped. 

For extra safety — use G-E 
starters. And to get helpful starter 
ideas, ask your G-E distributor for 
the ‘‘G-E Starter 
Selection Chart and 
Maintenance Guide 
for Fluorescent Light- 
ing.’’ General Electric 
Company, Wiring 
Device Department, 

Providence 7, R. I. 


GENERAL @ ELECTRIC 


BILLED AS WORLD’S SMALLEST: Williams Research President $.B. Williams (right) discusses 
jet engine, which the company is about to offer for use in experimental applications. 


Williams Research Ready to Introduce 
Jet Engine Said to Be World's Smallest 


Walled Lake, Mich.—Williams Re- 
search Corp. is ready to offer its 23-lb. 
jet engine for experimental applications. 
It is believed to be the smallest com- 
mercially available. 

The engine has only one rotating 
assembly, plus bearings and seals. The 
rotor assembly consists of shrouded in- 
ducer, centrifugal compressor, and single- 
stage turbine. 

Turbine and compressor represent a 
significant design break-through in that 
their rings and blades are one-piece, 
cobalt-alloy castings. President S. B. 
Williams prices them at $80 each in pro- 
totype quantity and figures that any 


significant quantity will cut it to $10. 

The engine produces 85 lb. of thrust 
at 59,000 rpm. and uses any liquid 
petroleum fuel except leaded gasoline. A 
free-shaft version for vehicle use is rated 
at 75 hp. Williams estimates that the 
engine will consume about | Ib. of fuel 
per hr. at rated load. 

Possible applications include a stand- 
by powerplant for sailplanes and a heli- 
copter rotor-tip propulsion engine. It 
already has been tested in the latter, pro- 
viding about 90 rotor-hp. for each tip 
engine used. In sailplanes the engine 
would deliver power for launching and 
emergency maneuvering. 


So it doesn't break---So what?? 


So we can bend a Marve. High-Speed-Edge 
Hack Saw Blade double, and it won’t break. 
Does this prove anything? 


Let’s see if it does. When you buy a box of hack 
saw blades, you expect each blade to have a 
reasonable cutting life. For example, take an 
ordinary blade that costs $4.00, and you expect 
it to produce 2000 sq. inches of accurate cutting- 
off before it is discarded. Would you be willing 
to pay $8.00 for that same blade? You will, if it 
breaks halfway through its expected life. 


Bending a Marvet High-Speed-Edge Hack 
Saw Blade to demonstrate that it is truly un- 
breakable proves the point that you get every 


ARMSTRONG-BLUM MANUFACTURING CO. 
5700 West Bloomingdale Avenue « Chicago 339, Illinois 
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square inch of blade life you pay for when you 
buy Marve Blades. 


Safety to both operator and machine, plus 
maximum blade life, seem like value enough 
from this remarkable blade. However, these 
MARVEL Blades give you even more, for they 
will cut faster, with greater accuracy because 
they can be safely tensioned more taut in your 
machine than ordinary “breakable” blades and 


are therefore more rigid to resist deflection. 


Cost? Unbreakable MARVEL High-Speed-Edge Hack Sow 
Blades are priced competitively. Use MARVEL Blades 
consistently with plet: fid because they have 
no equal for value. Leading Industrial Distributors stock 
and sell MARVEL. Ask yours today. 


I MARVELER WS 
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Casters 


Reduce Failures 


Swivel-type casters replace king-pin as- 
semblies with a rigid, welded structure to 
reduce failures. Wheels of semi-steel, vul- 
canized rubber, or plastic are available with 
5-, 6-, or 8-in. dia. A V-groove type comes 
in the 6-in. and 8-in. sizes only. Load 
capacities range from 455 Ib. to 2,500 Ib. 

Price: $22.40 to $48/each. Delivery: 
immediate. 

Fairbanks Co., 393 Lafayette St., New 


Anti-Rust Paint 


Covers Damp Surfaces 


Antirust paint for use on exterior metals 
may be applied over damp surfaces. A 
penetrating vehicle cuts through moisture to 
the metal. It dries in four hours to a shiny, 
black, elastic coating that resists dampness, 
mild industrial acids, fumes, grease, oil, sun, 
and extreme temperatures. 

Price: $6.85/gal. Delivery: immediate. 

Speco, Inc., 7308 Associate Ave., Cleve- 


York 3, N. Y. (PW, 5/29/61) land 9, Ohio. (PW, 5/29/61) 


WHEN THIS SIDE 19 Emery 


Brad Gun 


Adjusts for Countersinking 


Gun drives brads of %8-, 34-, 
s-, and l-in. lengths flush or 


with 1/16 in. countersink. The TWICE as efficient 


tool is air operated and can be 
powered by a small, portable 7 
compressor or a plant air sys- MORE economical 


tem. It is actuated by a conven- 


+ 


tional trigger or a_ touch-trip LESS maintenance 


mechanism. It holds 100 brads. 


[ear ei 


Price: approx. $85. Delivery: 
7 days. 


Fastener Corp, Frenkilin Park, MARATHON( TWIN JTISSUE SERVICE 


lll. (PW, 5/29/61) 


The Marathon Twin-Tissue Dispenser cuts washroom maintenance costs. 
The unique sliding-door feature means that a new roll is always handy— 
but not until the first roll is completely used. This reduces waste. No 
spare tissue is needed in the washroom. The Twin-Tissue Dispenser is 
theft-proof and simple to clean and maintain, 


MARATHON QUALITY TISSUE 


+ Fully bleached ——< “weg + Premium softness 
* Linenized embossed ne ’ + Pure white 
- Extra soft * Sure-cut perforation 
- Fast rate of * Strong 2-ply tissue 
absorbency lov gel * Instant absorbency 
j/ + Completely disposable 


Sandblaster 
Is Fully Portable 


Portable sandblasting —_unit 
weighs 24 Ib. and holds 28 lb. 
of sand. It is tested for 300 psi. 
and has a squeeze-grip nozzle for ee 
ready control and shut-off of SV eee a = — la” aaa awa 
abrasive flow. The 3/32-in. and remove roller unit. core, in cabinet. 
5/32-in. nozzles supplied with the 


unit will work off 2- and 5-hp. Fou industrial towels + tissue... 


compressors respectively. 


“te v0 oem =| you cant beat MATAtHON GA) 


A Division of American Can Company MENASHA, WISCONSIN 
Hamill Mfg. Co., Inc., Handi- 


Blast Div., Washington, Mich. 
(PW, 5/29/61) 
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Precipitator 
Cleans Air of Smoke & Oil Mist 


Precipitator cleans air of smoke and oil 
mist from grinding and machining opera- 
tions. It comes in 300-, 600-, and 1,200- 
cfm. sizes and may be mounted on the ma- 
chine or located remotely. An integrated 
blower adjusts to output requirements and 
can handle long runs of duct. 

Price: $422, $695, and $875. Delivery: 
immediate. 

Trion, Inc., Trion Bidg., McKees Rocks, 
Pa. (PW, 5/29/61) 


Plastic Board 


Needs No Backing 

Plastic laminate board with a melamine 
coating is structurally rigid and needs no 
backing of plywood or other material. It 
comes in %-in. and }%-in. thicknesses for 
furniture applications, and is produced with 
a variety of decorative and natural wood 
patterns. 

Price: 76¢/sq. ft. (% in.) and 79¢/sq. ft. 
Delivery: 3 wk. 

Northern Plastics Corp., Decorative 
Products Div., LaCrosse, Wis. (PW, 5/29/ 
61) 


Millions of washdays in corrugated 


It’s no Monday morning miracle that many American house- 


Socket Set 
Handles Light Work 


Set includes seven, 6-point 
sockets of from % in. to % in. 
with a %-sq. in. drive. The 
ratchet has an easy-pulling oil- 
proof grip. Also supplied are 
3-in. and 5S-in. extensions. The 
tools are of hot-forged steel with 
a chrome plating. 


Price: $13.48. Delivery: im- 
mediate. 


Wright Tool & Forge Co., 42 
E. State St., Barberton, Ohio. 
(PW, 5/29/61) 


Screwdriving Machine 
Works on Automatic Cycle 


Machine incorporates two air- 
fed screwdrivers and uses nor- 
mal shop pressure to operate 
driving heads. An _ automatic 
cycle leaves both of the op- 
erator’s hands free for loading 


wives can do a week’s wash without getting their hands wet. eats which are carried hs pour 
tion on a shuttle-type fixture and 
automatically unloaded into a 
West Virginia chute when finished. 


Pulp and Paper 


And it’s not surprising that thousands of automatic washers, vy 


dryers and electric irons are shipped in boxes by Hinde & 
Price: approx. $5,200. De- 


Dauch Division...most dependable protection an appliance livery: 5 wk. 


ever had. Leading appliance makers know they can look to 


H & D for economical corrugated containers in volume. 


Hinde & Dauch Division 
Clyde Engineering & Mfg. 
16 Plants e 42 Sales Ofiices e Sandusky, Ohio Co., “937 E. 10 Mile, Madison 
Hgts., Wis. (PW, 5/29/61) 
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Flooring Primer 
Improves Dressings 


Primer coat for vinyl and other composi- 
tion flooring protects the surface against 
the chemical action of dressings and cleaners 
used on it. It eliminates the need for multi- 
ple coats and lets dressing last longer, re- 
taining a deeper gloss. 

Price: $3.69/gal. Delivery: immediate. 


Masury-Young Co., 76 Roland St., 


Boston, Mass. (PW, 5/29/61) 


Wet Blast Cabinet 


Simplifies Work Handling 


Wet blast cabinet finishes parts, including 
heavy molds and dies, in a 50- x 40- x 75-in. 
work area. Access is through two 30- x 30- 
in. side doors. A rolling, work-handling 
table is available as optional equipment. The 
unit has armports with gauntlets, knee con- 


trols, a heavy-duty blower for mist evacua- 
tion, and a viewing window with fluorescent 
lighting. 

Price: $2,850. Delivery: 3 wk. 

Press Blast Manufacturing Co., Inc., 
Manchester, Conn. (PW, 5/29/61) 


Titanium Basket 
Holds Nickel Plating Scrap 


Titanium basket holds nickel 
anode scrap for plating opera- 
tions, making complete use of the 
scrap possible. The basket will 
not corrode in the plating bath 
and has an estimated life of about 
ten years requiring no mainte- 
nance. 


Price: $81 (3 x 12 x 18 in.) 
to $163 (3 x 24 x 24 in.). De- 
livery: | wk. 


Gamble & Gamble, 163 
Audubon Dr., Buffalo 26, N. Y. 
(PW, 5/29/61) 


-_ >. 


Dry Lubricant 


Has Aerosol Dispenser 


Aerosol can for dry lubricant 
simplifies application of coatings 
on “problem” lubrication jobs 
such as ball bearings and locks. 
The +750 epoxy resin adhesive 
needs heat curing; the lacquer 
resin adhesive air-dries in 3 hr. 
to 6 hr. 


Price: $3.75 (lacquer resin) 
and $4.25/can. Delivery: im- 
mediate. 


Poxylube, Inc., 541 S. Webster 
Ave., Indianapolis 19, Ind. (PW, 
5/29/61) 
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KNOW YOUR 
SYMBOLS 


This symbol stands 
for fusible switch 


R) 


This symbol stands 
for QUALITY 


THE SAFETY SWITCH THAT CHALLENGES COMPARISON! 


e Minimum arcing—double-break 
switching 


e Arc control— Vacu-Break® principle 


e Pressure contacts—Clampmatic® 
spring action 


Bull Doeg’s 
heavy-duty 
safety 


@ Positive switching—direct handle 
operation 


® High short-circuit performance— 
innumerable applications 


Plus—all current-carrying parts are 
silvered. Available through 1200 amperes in 
NEMA 1 and NEMA 3R enclosures .. . 
competitively priced. Challenge our field 
representative to prove these switches are 
the finest . . . or write for details. 


MASTER 
Vac Breath 
SAFETY SWITCH 


aay Meche 


BullDog Electric Products Division, 1-T-E Circuit Breaker Company, Box 177, Detroit 32, Michigan. In Canada: 80 Clayson Rd., Toronto, Ont. Export Division: 13 East 40th St., New York 16, N.Y. 


I-T-E CIRCUIT BREAKER COMPANY 


BULLDOG ELECTRIC PRODUCTS DIVISION 
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Arc Welder 
Weighs 45 Ib 


Are welder is a 125-amp., fully portable 
unit that weighs only 45 Ib. It will weld 
anything from light sheet metal to '%2-in. 
plate and requires no special electrodes. The 
welding range is from 25 amp. to 125 amp. 
in 12 heat stages, and the machines operates 
from any 115- to 230-v. a.c. line. 

Price: $125. Delivery: 3 days. 

Bren/ Weld Sales, Inc., 5114 Third Ave., 
Brooklyn 20, N. Y. (PW, 5/29/61) 


Mobile Radio 
Fits Under Dashboard 


Mobile, 2-way radio is less than 5 in. high 
and fits under the dashboard of any car 
or truck. The 15-w. set can be taken from 
its cabinet or the entire set removed from 
the vehicle without tools by means of a 
simple latch. All field tuning adjustments 
are made from the top of the chassis and 
operating control are located on the front 
panel. 

Price: $395. Delivery: immediate. 

Aeronautical Electronics, Inc., P. O. Box 
6527, Raleigh, N.C. (PW, 5/29/61) 


SERVICE CENTER 
INSTITUTE 


steel? 
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Look 
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SERVICE CENTER 


locally! 


{ F3inuuisn 
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If you’re looking for the simple, economical way to meet your steel needs, it will pay 
you to look locally . . . to look to your nearest Steel Service Center. There you'll find: 


PROMPT DELIVERY —usually from LOCAL stocks. 
WIDE SELECTION— many types available from your LOCAL Steel Service Center. 


FABRICATION ASSISTANCE—the right answers to your design and fabrication prob- 
lems . . . supplied by LOCAL qualified specialists. 


LOWER INVENTORY INVESTMENT —an expense borne instead by your LOCAL Steel 
Service Center. 


STORAGE SPACE—also furnished by your LOCAL supplier. 


Get in touch with your dependable LOCAL source for steel... your Steel Service 
Center. See your Classified Telephone Directory for listings. 


Alan Wood supplies major Steel Service Centers with high quality plate, sheet and 
strip . . . chances are your Steel Service Center is among those we serve.” 


ALAN WOOD STEEL COMPANY 
Conshohocken, Pa. - STEEL PRODUCERS WITH THE CUSTOMER IN MIND 
DISTRICT OFFICES AND REPRESENTATIVES: Philadelphia *« New York «+ Los Angeles « Boston « Atlanta 


Cincinnati « Cleveland « Detroit « Houston e« Pittsburgh e« Richmond « St. Paul « San Francisco « Seattle 
Montreal, Toronto and Vancouver, Canada—A. C. Leslie & Co., Ltd. 
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Offset Machine 


Imprints Bar Stock 


Offset printer installed on pro- 
duction line to imprint pipe, tub- 
ing, bar stock, and similar ferrous 
and nonferrous products. It 
mounts in a space of about 2 ft. 
x | ft. and may be friction-driven 
Or power-driven at any line 
speeds. 


Price: $1,130 to $1,935 (de- 
pending on accessories). Deliv- 
ery: 8 wk. 


Jas. H. Matthews & Co., 2535 
Forbes Field, Pittsburgh, Pa. (PW, 
5/29/61) 


Loading Device 
Fills Caulking Guns 


Loading device fits the top of a 
standard, 5-gal. pail with an 
11%4-in. dia. to load a cartridge 
or caulking gun directly from the 
bulk container. The unit consists 
of the operating mechanism, han- 
dle, piston rod and disk, vertical 
loading tube, and metal base. It 
leaves no waste and prevents con- 
tamination. 

Price: $59.75. Delivery: im- 
mediate. 


Force-Flo, Inc., P. O. Box 
2442, East Cleveland 12, Ohio. 
(PW, 5/29/61) 
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Air conditioner for rear engine 
car distributes air through three 
outlets (center panel and two side 
vents). Evaporator and blower 
are mounted under the dash with 
outlet and control panel fitted 
around the radio. General Motors 
Corp., Chevrolet Motor Div., 
General Motors Bldg., Detroit 2, 
Mich. 


Transparent coating for win- 
dow glass reduces glare and heat 
of sunlight. Coatings are flowed 
on and come in a wide variety of 
colors, including clear and 
frosted shades. The finish is 
guaranteed not to chip, crack, or 
peel. Sun-Chek Co., 166 Sara- 
toga Ave., Los Gatos, Calif. 


Dynamometer measures static 
and dynamic loads in tension, 
compression, weight, torque, and 
traction, with ranges of 500 Ib. 
through 20,000 Ib. It is not 
harmed by suddenly applied or 
released loads and is_rubber- 
gasketed for protection against 
climate and dust. John Chatillon 
«> Sons, 85 Cliff St., New York 
38, N.Y. 


Transfer disk is positioned at 
the junction of two conveyors 
to carry the load from one con- 
veyor to the other. It is mounted 
on retractable rollers for ready 
mobility. Adjustable legs regulate 
the height to that of the con- 
veyors and will tilt the disk to 
compensate for height variations. 
Standard Metal Products, 123 N. 
Racine Ave., Chicago 7, Ill. 


Teflon sheets are available in 
thicknesses up to 8 in. and 25 
in. sq. The sheets are intended to 
provide fabricating savings and 
new design possibilities in the 
electrical, chemical, and me- 
chanical industries. Polymer 
Corp., 2120 Fairmont Ave., 
Reading Pa. 


Insulating fabric and tape has 
increased _ flexibilty, superior 
elongation properties, and greater 
resistance to wear. The high di- 
electric strength fabric is a black, 
varnish-treated, “Class B” ma- 
terial of Dacron and glass fibers. 
The tape comes in standard 
widths and_ thicknesses; the 
fabric, in 36-in. width rolls. 
Westinghouse Electric  Corp., 
Micarta Div., Trafford, Pa. 


Aluminum-silicon-copper _al- 
loy is available in solid round 
and hexagon shapes for high 
production screw machine work. 
It is nonmagnetic, free machin- 
ing, withstands relatively high 
temperatures, and will hot forge. 
Ampco Metal, Inc., Box 2004, 
S. 38th St., Milwaukee 1, Wis. 


Finish coating for all types of 
interior and exterior wall sur- 
faces is available in an assort- 
ment of colors. It is applied by 
roller and dries with the appear- 
ance and characteristics of por- 
celain tile. The finish is water- 
proof, acid resistant, and easily 
cleaned. Industrial Aids Co., 
Locust Rd., Locust, N.J. 


Anodized foil comes in gages 
of from .002 in. to .040 in. with 
matte or polish finish in clear, 
black, and all standard colors. 
It is available with or without 
adhesive backing in any width 
to 24 in. The foil is suitable for 
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printing, lithographing, etching, 
and embossing. Girder Process, 
Inc., 102 Hobart St., Hacken- 
sack, NJ. 


Packaging film with clinging 


pressed asbestos and synthetic 
rubber is a multipurpose item 
that seals against steam, water, 
petroleum oils, refinery gases, 
and hydrocarbons. Keasbey 4 
Mattison Co., Ambler, Pa. 


is available in 1,000-ft. 
The material is supplied 


edges for tack seal applications. 


Park, St. Louis 26, Mo. 


Sheet packing material of com- 


widths. 


spray gun. 


Hose is electrically heated to 
in boxes with serrated cutting|convey plastics, hot oils, waxes, 
asphalts and potting compounds 
It comes in 10-,. 12-, 16-, and|without heat loss. Power supply 
Roll-O-Sheets, \leads are attached to terminals at 
9444 Watson Industrial|each end of the hose, which is 
adaptable for valve, nozzle, or 
Sta-Warm_ Electric 
Co., Ravenna, Ohio. 


Tokyo. The car, which travels several inches off the ground on a film 
of air, was designed by an Illinois doctor; built by Detroit firms. 
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... with new Stan-Pak Run-Rite Papers 


Not even the most competent offset 
or duplicator operator can get top 
results with defective paper. Words 
are lost. Time is lost. Tempers are 
most assuredly lost! 

To avoid any chance of hit-and- 


, miss reproduction, turn to the new 


line of papers specifically designed 
to get maximum performance from 
your office machines — Stan-Pak* 
Run-Rite.* 
Trouble-Free Running 

Take flatness. We laboratory-test 
all Run-Rite papers right on the du- 
plicating machines they’re made for. 
They come to you flat. Lie flat in the 
machine. And feed flat. 

But really trouble-free running 


rom. 


calls for many more qualities. Con- 
trolled moisture to avoid static con- 
ditions and insure good printability. 
Accurate trim and finish to prevent 
feeding jams. Even caliper, uniform 
weight and careful surface sizing to 
give you sharp, clean ink impressions. 
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You get them all in Stan-Pak Run- 
Rite Papers. 
527 Grades, Sizes and Types 

This brand new line answers just 
about every office need in printing 
and duplicating papers. Under the 
Stan-Pak Run-Rite name you’ll find 
the exact grade, color and weight you 
want—at a sensible range of prices 
to suit your budget. 

Next time you order paper, try the 
brand that’s made to run right. 
Through the duplicating machine. On 
the press. In the typewriter. 

We’re confident you’ll specify it 
every time. 

STANDARD PACKAGING CORPORATION 
NEW YORK 17, N.Y. 


Product News in Brief 


Brockway Adds Line 


Cortland, N.Y. Brockway 
Motor Trucks is manufacturing 
a completely new line of fourteen 
medium and medium-heavy 
trucks. The tractor, cargo, and 
tandem axle models are de- 
signed for short hauls and over- 
the-road service. 

The trucks are powered by an 
evenly graduated series of 125 
hp. to 200 hp. engines and all 
have 90-in. BBC dimensions. 
Gross vehicle weights of cargo 
models range from 23,000 to 
36,000 Ib. Tandem axle trucks 
range from 45,000 to 60,000 Ib. 


Tire Has Wide Tread 


Akron — Firestone Tire & 
Rubber Co. is manufacturing a 
“Duplex” truck tire with an un- 
usually wide tread that replaces 
dual tire sets. 

The single tire gives a lighter 
weight assembly and, in on-and- 


off highway tests has given an 
easier ride. The company noted 
that it also will reduce inven- 
tories -by doing the job of two 
tires and eliminating an inventory 
need for extra rims and wheel 
spacers. 

The tire initially will be avail- 
able in 15-19.5, 18-19.5, 18- 
22.5, and 23-23.5 sizes. 


Mobay Markets Texin 

Pittsburgh—Mobay Chemical 
Co. is supplying a new urethane 
elastomer which cuts part-form- 
ing time from hours to seconds. 
It permits low-cost injection and 
transfer molding or extrusions 
with properties identical to cast 
parts. 

The granular resin, called 
Texin is available in hardness 
grades ranging from a soft ma- 
terial for diaphragms and seals to 
one that has outworn machined 
steel in certain applications by a 
factor of 30 to 1. Elongation is 
500% to 800% with durometer 
hardness of 60-65 Shore A, and 
up to 250% at 65 Shore D hard- 
ness. It is also resistant to wear, 
oils, and solvents. 


Unit Dials Automatically 


San Mateo—Dialaphone Labs 
expects to unveil soon an auto- 
matic dialing device which will 
let a user reach his number by 


depressing a single lever. Fre- 
quently called numbers will be 
held in readiness on magnetic 
tape. 

The unit is a follow-up to the 
company’s previous device, 
which used a plastic belt rather 
than the magnetic tape memory. 
The earlier model required that 
telephone numbers be punched 
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permanently in the tape fo 
[he newer magnetic 


tape will permit erasures. 


storage 


Coating Withstands 5,500 F 


Denver—Empire Coatings & 
Chemical Co. has developed a 
protective coating which bubbles 
to form an insulating mat of 
foam under extreme fire temper- 
atures. 

The fire retardant finish, called 
Hel-Met, has withstood blasts of 
up to 5,500 F at Mach IV veloc- 
ity. It can be applied over in- 


terior (new or old) of 
wood, cellulose, board, paper, 
plaster, or metal and is available 


ina range ol decorator colors. 


Surfaces 


Grace Develops Catalyst 


Clarksville, Md.—W.R. Grace 
& Co. expects soon to submit an 
exhaust-control catalyst for offi- 
cial testing by the California 
Motor Vehicle Pollution Control 
Board. 

The catalyst would be used in 
a device to replace the conven- 
tional muffler, and collect smog- 


ee 
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causing hydrocarbons and carbon 
monoxide from the exhaust 
stream which passes over the 
catalyst bed. The company has 
had a prototype system in oper- 
ation for more than 25,000 miles 
of road tests. 


Bleach Cuts Costs 


New York—Olin Mathieson 
Chemical Corp. has developed a 
new continuous bleaching proc- 
ess for cotton and all synthetic 
fabrics which is said to reduce 
process costs by as much as 
40%. 

The process utilizes the com- 
nany’s Textone, a sodium chlo- 
rite which previously had prin- 


cipally been used in batch 
operations and now makes pos 
sible material savings Ovel 
continuous peroxide bleaching 
[he process is said to require 
little modification of conven 
tional equipment. 


cost 


AMC Offers Seat Belts 


Detroit — American Motors 
Corp. is offering factory-installed 
seats belts as optional equipment 
on all its Rambler models. Cost 
is about $20.50 a pair. 

The belts are made of woven 
nylon webbing and meet federal 
and state specifications. Buckles 
have a fingertip release for easy 
locking and unlocking. 
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Computer Saves Time, Money for Engineering Supply Co. Buyers 


Dallas, Tex.—An IBM 305 
RAMAC computer has taken 
over most of the clerical chores 
formerly handled by buyers at 
Engineering Supply Co., a local 
industrial distribution firm. 

ESCO’s customers, industrial 
buyers in oil, mining, electronics, 
and aircraft, benefit from the new 
system, too. ESCO’s salesmen 
can furnish price and availability 
information more quickly and ac- 
curately now than in pre-EDP 
days, because RAMAC has stand- 
ardized and clarified the nomen- 


clature, location, and day-to-day 
status of ESCO’s stock. And 
RAMAC’s fast print-out of in- 
voices and bills permits rapid 
completion of a customer’s order. 

“All this adds up to savings in 
time and money for the custom- 
er’s P.A.,” says G. W. Levering, 
Jr., ESCO’s president. 

Levering also says EDP will: 

®Give ESCO’s management 
quick access to statistical data 
which were hard and expensive to 
extract manually. 

® Simplify ESCO’s purchasing 


procedures, and free their buyers 
of nonproductive paper work. 

@Tighten ESCO’s inventory 
control for faster turnover, with 
less investment and smaller ware- 
house requirements. 

@ Reduce ESCO’s overhead. 
The EDP system is capable of 
handling twice the firm’s present 
business with but a small per- 
sonnel increase. 

ESCO’s most spectacular gain 
has been in time. The company 
P.A., who used to get held up as 
much as three days by a moun- 


tain of hand-entry paperwork, 
now has his re-order cards and 
purchase orders automatically 
printed for him each afternoon. 
The RAMAC, and its associated 
typing equipment, now prints in- 
voices in a half hour, while as 
much as five days lag-time had 
been common before. And when, 
sometime later this year, ESCO 
puts the company’s general ledger 
on EDP, monthly balance sheets, 
P & L statements, and operating 
statements will be available to 
management a week earlier. 


No wonder his wife leaves the packing to him! 


You can count on Union-Camp box designer Bob Pyle to 


come up with the most efficient corrugated interior 


packing—no matter what the product or how it is shipped. 


Pte GLASS BOWL in our picture is safe enough 
in Bob Pyle’s hands. The trick is to see that 
it travels just as safely once it is packaged. 


This takes an unusual combination of skill and 
experience. The kind Bob is known for. Bob is 
one of a team of Union-Camp corrugated box 
engineers who specialize in interior packaging of 
a product. 


It’s a challenging specialty. Just consider the 
problems of packaging a television set, for instance. 
Says Bob: “The set must be locked in position 
and perfectly cushioned against shock. Then we 
have to allow sufficient clearance on all sides so 
that the finish is protected against scratches. And 
the box should have sufficient stacking strength so 
that it can be tiered up high in the warehouse. 


“Then there’s the packing operation to consider. 
The box must be adaptable to high-speed assembly 
line operation so that the job can be done as 
quickly and cheaply as possible—consistent with 
the protection needed.” 


Other products, Bob points out, may call for 
different types of safeguards in the package. To 
keep out dust. To prevent corrosion or spoilage. 
Actually, the forms of inner packing are as varied 
as the items they protect. 


Some of these items are well-known: food prod- 
ucts, canned beverages and appliances, for 
example. But some others may surprise you. 
High-voltage equipment weighing over 300 pounds. 
Centrifugal pumps. Heavy industrial sewing ma- 
chines. Formerly they required expensive crating. 
Now they travel safely and economically in 
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custom-tailored containers developed by Union- 
Camp box designers like Bob Pyle. 


Oddly enough, small-cost items often can create 
the biggest problems. One case in point was a 
lamp sold in variety stores for only $2.98. It was 
made of a fragile plastic, and the manufacturer's 
profit margin was so low that he had almost no 
budget for the intricate packaging that would 
seem to be necessary for proper protection. Bob 
Pyle devised a simple, inexpensive inner packing 
unit. To date, not a single lamp has reached its 
destination in a damaged condition! 


Could a Union-Camp box designer like Bob 
Pyle help improve your product's protection, 
reduce your packaging and shipping costs? The 
answer is as near as your telephone. Call in a 
Union-Camp corrugated box representative. He'll 
tell you about our complete packaging evaluation 
program. It includes package analysis, box design 
and development, specifications control, merchan- 
dising counsel and in-plant surveys of your mate- 
rials handling operation. 


Or, a note on your letterhead will bring a 
prompt reply. Why not write today? 


™ UNION-CAMP" 


CORRUGATED BOXES 


Union Bag-Camp Paper Corporation 233 Broadway N.Y. 7,N.¥. 
Plants 
*“Oedham. Mass.: Allied Container Corp tMonroe, Mich.; 1109 East Elm Ave. 
Route 128, Allied Drive tEaton Rapids. Mich.; P.O. Box B 
Trenton, New Jersey: 1400 E. State St. *gaitimore, Md.; Eastern Box Co.: 
tWashington, Penna.: P.O. Box 285 Wagner's Point 
tCleveland, Ohio; 10200 Miles Ave Jamestown, N.C.; 

3704 Point Pleasant Rd. 
Spartanburg, S.C.; P.O. Box 1965 
Savannah. Georgia; P.O. Box 570 
Lakeland, Fiorida; P.O. Box 454 


tSharonville, Ohio; P.O. Box 86 
Chicago, Ill.; 4545 West Paimer 
1Benton Harbor, Mich.; 

Tith St. & Britain Ave 


*Subsidiary Companies tRiver Raisin Division 
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ESCO handles a range of about 
25,000 industrial, electronic, and 
geophysical supply items. Its sys- 
tem goes a step further than other 
distributor EDP systems by in- 
cluding non-stock items in the 
RAMAC’s memory, in addition 
to current stock items. 

RAMAC’s first assignment was 
to tighten ESCO’s inventory con- 
trol. To ease the changeover 
from a familiar manual system to 
a completely automated one, 
ESCO fed fractional “blocks” of 
inventory into the program at 
two-week intervals. Simultane- 
ously, educational programs 
stressed the value of faster service 
through EDP, helped both 
ESCO’s employees and its cus- 
tomers adjust to the new way of 
doing things. 


Master Punched Card 


ESCO first prepared a master 
punched-card for each stock 
item, and made copies for ven- 
dor and customer use. Each stock 
card is coded with a five-digit 
“address” number, and shows 
ESCO’s source, quantity on hand, 
quantity on order, re-order print 
(periodically recomputed by 
RAMAC), bin location in the 
warehouse, cost, selling price, 
quantity discount, sales activity 
over the preceding 90 days, plus 
a brief description of the part. 

RAMAC also _ printed price 
books for ESCO’s buyers and 
salesmen. These list in tabular 
form the information on the stock 
cards, and serve as quick, pin- 
point stock and price references. 

Here’s how the EDP system 
processes a typical order: 

Say a customer wants a test 
meter. An ESCO meter salesman 
sends his customer’s order di- 
rectly to the EDP center, where 
an operator makes up a key- 
punched order card. RAMAC 
“reads” the original stock card to 
see whether the meter is in stock. 
If so, it prints a shipping order, 
then subtracts one meter from its 
inventory “memory.” And if the 
order brings meter inventory be- 
low the allowed recorder point, 
RAMAC goes on to print a re- 
order card. 


Shipping Order 


The shipping order (which 
shows, with other data, the me- 
ter’s bin location) goes to the 
warehouse for shipping. When 
the customer gets his meter, he 
signs the shipping order and re- 
turns it to ESCO. Then, RAMAC 
prepares five invoice copies from 
it—two for the customer, and one 
each for accounting, file, and the 
ESCO salesman who sold the 
meter. 

ESCO’s purchasing man and 
his four buyers are left free 
merely to sort the day’s re-order 
cards each afternoon, group them 
by vendor, and return them to 
the EDP center for printing of a 
buyer action report. With this 
report in hand, the buyer then 
enters his order instructions, 
which the EDP center in turn 
punches into the re-order cards. 
Before day’s end, RAMAC proc- 
esses these re-order cards and 
automatically prints correct pur- 
chase orders to replenish the in- 
ventory. 

Management also gets a report 
each afternoon of the number of 
purchase orders, invoices, and the 
total day’s billing—all printed by 
RAMAC. 
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Foreign Competition Can Help U.S. Economy, 
Former GE Purchasing Director Tells P.A.'s 


Los Angeles—A former director of 
purchases for General Electric Co. told 
purchasing agents here that despite all 
the furor and despair in many business 
circles, foreign competition can be an 
asset rather than a liability. 

W. A. Sredenschek, now manager of 
the Pacific-Southwest region of GE’s 
Electric Utility Sales, said at a meeting 
of the Purchasing Agents’ Assn. of Los 
Angeles, that foreign competition helps 
the nation’s economy by: 

@Spurring business to develop new 
products or comparably priced substitutes 
for foreign products. 

@ Encouraging greater public apprecia- 
tion of the advantages of “cost buying” — 
defined by Sredenschek as looking beyond 
the initial price tag of an item in order to 
consider its reliability, life, service, and 
maintenance and installation costs. 

As an example of the diverse affects of 
foreign competition, Sredenschek, who 


was instrumental in setting up the GE 
value analysis program, cited the plywood 
business. 

About 20 American firms have been 
forced out of the hardwood plywood busi- 
ness as a result of foreign competition, 
he said. One company, for instance, 
found it had to charge 172 ¢/sq. ft. for 
board that a foreign competitor could 
deliver for 7¢/sq. ft. 

In this field quality was about equal 
and cost buying favored the foreign prod- 
uct, he said. However, American com- 
panies were able to come up with sub- 
stitutes and lower priced comparable 
products of the same quality which have 
replaced plywood, particularly in the 
building field. 

Thus, while foreign competition was 
a liability to the company that failed, it 
was an asset to the manufacturer who 
had the ingenuity to go into the plywood 
substitute business, he concluded. 


Mr. P.A..-. 


LOOK at the 
B&S Condensalog 


--- 20% Initial Savings 
on Thriftmills’ 


On és. 


Washington—The overwhelming ma- 
jority of small companies engaged in de- 
fense procurement prefer to sell to the 
military through negotiated contracting 
rather than advertised bidding. 

The reasons: They consider nego- 
tiated contracting “more profitable,” be- 
lieve it “affords greater protection to the 
proprietory information of the creative 
supplier,” and say it favors neither large 
nor small contractors. 


Results of a Survey 


These are conclusions reached in a 
survey of over 1,000 small defense con- 
tractors made by a team of business ad- 
ministration professors at the University 
of Washington in Seattle. Results of the 
study were released here last week by 
Sen. Henry M. Jackson (D-Wash), a 


Survey Shows Small Firms Prefer 
To Negotiate in Dealing With Military 
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FASTENERS 


AN—MS—COMMERCIAL 


Your order, large or small, 
filled ‘‘fast’’ from the 
world’s largest stock of 
stainless steel fasteners. 
AN, MS, Commercial 
specifications in stock. 
Rigid quality control, mass 
production economies. 
Special stainless steel 
fasteners also manu- 
factured to your exact 
requirements on extremely 
short notice. Just send 
blueprint or specs for 
quotation. Full range of 
raw material, on hand, 
assures prompt service. 
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member of the Senate Armed Services 
Committee which handles military pro- 
curement legislation. 

Over 90% of the companies surveyed 
said they favored negotiated contracting 
over advertising bidding in procurement 
of military arms and equipment. 

But in selling commercial-type or “off- 
the-shelf’ products to the military, the con- 
sensus is in favor of advertised bidding. 
Actually, the military now buys such 
items through regular advertised procure- 
ment. 

The conclusions appear to repudiate 
the arguments of most Congressional small 
business proponents. For years many 
lawmakers have been pushing for a re- 
duction in the volume of negotiated 
military contracting and an increase in 
the rate of advertised bidding. They 
claim such a change in procurement 
policy would boost small business’ share 
of defense orders. 


Negotiation More Familiar 


The majority opinion of the small com- 
panies covered by the University of 
Washington study was this: that “nego- 
tiated bidding is more familiar to the 
small firms, who use the system in doing 
business with other private industries.” 
They reported that over 80% of their 
own purchases—measured by dollar 
volume—is made through negotiation. 

The small companies, reporting a 
preference for defense subcontracts to 
prime contract awards, also recommended 
these changes in military buying prac- 
tices: more comprehensive descriptions 
and simpler specifications of products to 
be bought; “more thorough” investiga- 
tion of military bidders; assurance that 
invitations to bid are sent to all qualified 
suppliers; and a reduction in “compli- 
cated red tape.” 


Study Published 


The study has been published in book 
form by the University of Washington 
press. It covered the views and practices 
of 1,165 firms employing less than 1,000 
persons each. The survey was financed by 
the Aerospace Industries Assn. which has 
generally opposed legislative proposals to 
restrict the Pentagon’s authority to nego- 
tiate procurement contracts. 
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If you don’t have one, we'll 
send you a Condensalog and 
a free Thriftmill too! We're 
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Screw Products Company, Inc. 
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821 Stewart Avenue, Garden City, L.1., N.Y. 
Phone: Ploneer 1-1200 TWX GCY 603 


Midwest Division 
6424 W. Belmont Avenue, Chicago 34, Illinois 
Phone: AVenue 2-3232 TWX CG 3185 


West Coast Division — Office and Warehouse 
5822 West Washington Blvd., Culver City, Calif. 
Phone: WEbster 3-9595 TWX LA 1472 
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Brown & Sharpe Mfg. Co. 
Providence 1, Rhode Island 


Brown & Sharpe 
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Consumers Playing It Cautious, Surveys Show 


Washington—There’s still no 
sign that consumers are ready for 
a big buying splurge. While the 
public is basically confident, 
actual buying plans are generally 
cautious—and in some instances 
a bit below year-ago levels of 
planned purchases. 

These are the major findings 
of two newly released consumer 
surveys—one by the Federal 
Reserve Board, the other by the 
National Industrial Conference 
Board. Both reports agree that 
the better outlook has still to be 
translated into concrete purchas- 
ing plans. 


Buying Plans 


Here’s a rundown of specific 
plans as revealed by the Fed. 


@New cars—3.1% of the 
families interviewed reported 
plans to buy new automobiles 
within six months, compared with 
3.5% at the beginning of this 
year and with 3.1% in April 
1960. 

Two bright spots, however, 
were the facts that (1) current 
percentages are above the 2.7% 
noted two years ago in April of 
1959, and (2) the decline from 
year ago seems to be less than 
the auto industry itself is pre- 
dicting. 


® Used cars—Plans to buy 


Maine P.A. Association 
Schedules June Seminar 


On University Campus 


Orono, Me.—The Maine Pur- 
chasing Agents Assn. will hold a 
purchasing seminar here June 
12-14 in cooperation with the 
University of Maine’s School of 
Business Administration. 

Speakers will include Dr. Wil- 
bur B. England, Harvard Uni- 
versity Graduate School of Busi- 
ness Administration; Edmund 
Pfieffer, director of purchases, 
Lukens Steel Co.; Dr. William J. 
Rucksthul, assistant professor of 
Business and Economics at the 
University of Maine; Herbert 
Layport, manager of purchases, 
Wyman-Gordon Co. 

Advance registrations are be- 
ing handled by Harold E. Bell, 
assistant manager of purchases 
and stores, Bangor & Aroostook 
Railroad, Derby, Maine. 


U.S. Steel Licenses J&L 
To Produce Low-Alloy, 
High-Strength ‘Cor-Ten’ 


Pittsburgh—U..S Steel Corp. 
has licensed Jones & Laughlin 
Steel Corp. to manufacture its 
high-strength, low-alloy “Cor- 
Ten” steel. J&L will produce the 
steel in various forms, including 
structural shapes, light plates, 
bars, hot and cold rolled sheet 
and galvanized sheets. 

Cor-Ten steel is widely used 
for fabricating fixed structures 
such as bridges, buildings and 
transmission towers, and movable 
equipment such as railway freight 
cars, passenger cars, trucks, trail- 
ers and cargo containers. U.S. 
Steel said Cor-Ten’s yield point is 
about 50% higher than that of 
structural carbon steel and that it 
is from four to six times more re- 
sistant to atmospheric corrosion 
than the carbon steel. 
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used automobiles within six 
months were reported by 4.1% 
of the families interviewed in 
April, about the same as in the 
corresponding period of the two 
preceding years. 


®@ Household durables — Con- 
sumer plans reveal a mixed pic- 
ture in this area. Intentions for 
buying radio and phonograph 
equipment are actually above last 
April and purchase plans for TV 
sets, clothes dryers, and dish- 
washers are about on par with 
year ago. 


On the down side, however, are 
washing machines (5.3% com- 
pared to last year’s 6%); air con- 
ditioners (2.6% vs 3.4%); and 
refrigerators (3.6% vs 3.8% for 
last year). 


@ Housing There’s little 
change in the number of families 
that expect to buy houses in the 
next year or so. The jump from 
beginning of the year (4.8% to 
the current 5.1%) is discounted 
by Federal Reserve authorities on 
the grounds that this is the usual 
seasonal pattern. 


CUSTOM WELDED: Tiny electronic 
components shown above are 
made at new Sylvania plant. 


Sylvania Opens Plant 

Warren, Pa.—Sylvania Elec- 
tric Products, Inc., has opened a 
new weld plant here, increasing 
its rate of production of com- 
ponents for the electrical and 
electronics industry by more than 
500%. 

The plant is producing two 
types of welded components: 

@ Automatic leads, consisting 
of two or more kinds of wire used 
to make electrical connections 
between the current supply and 
the functional components within 
a radio tube or a lamp. 

@Custom-weld assemblies of 
wire welded to an irregular or 
unusual metal shape. 
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Timed Wet Strength is 
Nibroc towel’s answer to plumbing 
problems due to the accidental disposal 


... fead 


C 


TWS 


story! 


of paper towels! Nibroc towels with 


TWS dissolve in water after use 


do their job perfectly! 
Accidents will happen 


Nibroc towel 


towel line. 


Test it yourself 
before your eyes 


but there’s 
no harm to plumbing with TWS Nibroc 
towels. This special, more firm, towel is 
designed for this special need where 
necessary. It doesn’t replace any other 
but it does add a new 
wanted feature to the broad Nibroc 


yet 


BROWN 


BERLIN, NEW HAMPSHIRE 


General Sales Office: 
150 CAUSEWAY STREET, BOSTON 14, MASS. 


towels. 


watch it dissolve 
it will dissolve 
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your accidental plumbing problems 
away too! Write for a free sample now. 


Another Quality Product of 


Brown Company, Dept. PW-5 
150 Causeway Street 
Boston 14, Mass. 


Please send me Free Sample of TWS 


COMPANY 


I: this session of “School for Strategists,” you're going to get a new type of Jones ~.... nan 
game, based on linear programing. Heretofore you have had: — "i> $15,080 

©“Strategy” games in which you tried to beat an equally well-informed 
opponent in a battle of wits, and 

© “Operations research” games in which you tried to convert a messy situation 
into a logical, orderly procedure. 

In these new “linear programing” games (devised by P/W Consultant John W. 
Owen, Jr.) you must line up a set of facts, objects, prices, or people in an 
arrangement that produces the most satisfactory results. It’s this “lining up” 
aspect of the games that gives them the name “linear.” 

An example will show you what’s involved—and how to win: 


Obviously, one plan will cost us $35,000, and one $37,000; so we pick the 
one shown by the connecting line (<"~). 

But not all decisions of this type can be made so easily. Suppose we add two 
more territories to the problem—New England and Pennsylvania, currently 
manned by O’Hara and Peters. Now how do we arrive at the best lineup? 

First we'll expand our tabulation to take care of the extra men and costs (the 
figures are in thousands of dollars): 


Sample Situation Jones 

Suppose you had to assign two department heads—Jones and Smith—to two ae 
territories—New York and New Jersey. If Jones goes to New York, costs in that 
area will be $20,000; if Smith gets the assignment, costs rise there to $25,000. 
If Jones goes to New Jersey, costs in that territory will be $12,000; if Smith goes 
to New Jersey, costs will rise to $15,000. 

How shall we line up Jones and Smith so as to minimize costs? 

We can tabulate the situation thus: 


(* Indicates current assignment) 


Here’s how you go about solving the situation: 
STEP NO. |. In each horizontal row of the above table, subtract the lowest 
entry from all the entries in that row. (Thus in the top row, you subtract 12 from 
2, 22, and 28). Your new table now looks like this: 


b 


S 
single-carrier 
service 

means a lot 

to the 

Purchasing Agent 
who wears two hats! 


When you want materials, parts or merchan- 
dise delivered on time and in good condition, 


a 


Non-Raveéling A, 
Straight Tearing 
High Tensile Strength 
Strong Adhesion 
Highly Insulating 


let D-C doit! Coast-to-coast, direct, one-carrier 
service is exclusive with Denver Chicago. You 
and your company profit by one-carrier con- 
trol, one-carrier handling that saves up to 20% 
running time. Next time, be sure. Specify ‘SHIP 


VIA D-C"... the Dependable Carrier! 
FRICTION 


RUBBER 
PLASTIC 


DENVER CHICAGO TRUCKING CO., INC. 


the ONLY direct coast-to-coast carrier 


Accomart Ive 


ACCURATE MANUFACTURING CO 
Gartield, New Jersey 


DETACHABLE 


SUPERSOCKETS*® 


Save valuable time with these versatile 
SUPERSOCKETS®. Regular, deep and uni- 
versal sockets come in hex, 12 pt., square and 
e 8 pt. styles from “%¢” to 3-¥¢”. Metric open- 
ings from 10 to 36 mm. Five square drive 
sizes: 14", 4”, VY", 4%" and 1” ... plus ratch- 
ets, extensions, and special attachments to 
form hundreds of wrench combinations. 
Made from selected alloy steel, heat-treated and chrome- 


88 DRIVERS & ATTACHMENTS 
235 SOCKETS—S DRIVE SIZES 
J.H.WILLIAMS aco. 


OTVISION OF UMITED-GREENFIELO CORPORATION 


411 VULCAN ST., BUFFALO 7, N.Y. 


BUY FROM STOCK AND SAVE 


WILLIAMS 


DROP-FORGED 


HANDLES 


Why use “specials” when Stock Han- 
dles from your Williams Industrial 
Distributor can do the same job and 
save you money? Eleven Crank Han- 
dles from 134” to 10” (C. hub to C. 
handle). Eight Balance Handles from 
1144” to 3%” (C. hub to C. handle). 
Nine Ball Pattern Machine Handles from 2” to 65%” 
long. Four Cone Pattern Machine Handles from 314” 
to 6”. Crank and balance handles heat-treated. any 


4 STYLES, 62 STOCK ITEMS 
HANDLE MOST REQUIREMENTS 
J.H.WILLIAMS aco. 


ONVISION OF UNITED- GREENFIELD CORPORATION 


411 VULCAN ST., BUFFALO 7, N.Y. 
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STRENGTH « DESIGN « ECONOMY 


WILLIAMS 


INDUSTRIAL BLACK 


Here is the same high quality design and 
manufacture as the famous Williams’ Alloy 
Wrenches with the following industrial fea- 
tures. New, rust-resistant black oxide finish, 
chemically applied, lowers cost . . . will not 
chip or wear off. High lustre head and face 
polishing are omitted to lower average cost. 
These economy features are important where wrench replace- 
ment rate is high. Made from strong, tough steel, carefully 
heat-treated. See your Williams Distributor. 


33 PATTERNS—554 STYLES 
OPENINGS FROM 3/16” TO 7-5/8” 


J. H.WILLIAMS 4Co. WILLIAMS 


411 VULCAN ST., BUFFALO 7, N.Y. <> 
Ww 


ONVISION OF UNITE SREENF 
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Jones 
Smith 
Peters 


O'Hara 10 0 


STEP NO. 2. In each vertical column of this new table, subtract the lowest 
entry from all other entries in that column. (Thus in the first column, you sub 
tract 6 from 8, 11, 6, and 10; any column containing 0 remains as is—for the 
obvious reason that when you subtract nothing, nothing is changed.) Here's 
what you get: ' ee & 

‘Y. i ot PRATLERTS PRAT W 
Jones P 
Smith 


Peters 
O'Hare 


STEP NO. 3: The best lineup you can make—hence the solution to your TRAILERMATIC PIGGYBACK CARS: New G-85 roller-bearing flat cars built by General 
situation—is to place each salesman in the zero spot (shown by an asterisk). Transportation Corp. can carry standard truck trailer, 20-ft. ‘shortie’ trailer, and freight 
That’s where he will incur the lowest costs. container at one time (as pictured above), or three-deck auto carrying racks. 


In short, Jones goes to New 
Jersey; Smith to New England; 
Peters to New York; and O’Hara 
to Pennsylvania. 

You can check this solution as 
follows: 

@iIn the original assignment, 
Jones was in New York @ 
$20,000; Smith in New Jersey # 
(@ $15,000; Peters in Pennsyl- sz “re ° 92 
vania (@ $24,000; and O’Hara in Lighting é We want and 
New England @ $30,000. Total: 
$89,000. need the best eee 

@ Under the new arrangement, | # _ 

Jones is in New Jersey @ $12,-| oe. i : ° ” 
000; Smith is in New England @ | i owe pro duction depends on it! 
$14,000; Peters is in New York 

(@ $30,000; and Q’Hara is in 
Pennsylvania @ $25,000. Total: 
$8 1,000—or a saving of $8,000. 

Now for some problems for 
you to work out: 


Linear Programing 
Game No. 1 


Williams, Jackson, and Peters 
are Purchasing Agents at the 
Weevil Textile Co. Three buying 
slots have to be filled at Weevil: 
metals, chemicals, and paper. 

Peter’s forte is purchasing 
chemicals most efficiently. Wil- 
liams and Jackson have been 
around metals for most of their 
careers, and have the least ex- 
perience in paper. 

The chief purchasing agent at 
Weevil estimates the costs of the 
three deyartments as follows (in 
the thousands of dollars): 


Williams Jackson Peters 

Metals $550 $570 $580 

Chemicals 1,080 1,110 1,060 

Paper . 860 890 920 

How would you assign the 
three men? 


(Answer on page 50) 


Linear Programing 
Game No. 2 


Joe Simons, building contrac- 
tor, has three tractors to assign 
to three jobs he has on hand. In 
theory, he has no problem. Joe 
has a tractor for heavy work, a 
standard model, and one for light 
work. And his three jobs call for oy ; 
heavy work, medium work, and ” i 
light work respectively. ; | 

But there’s a complicating fac- 
tor: The duration of the jobs ts 
such that it would be foolish to 
assign the tractors simply by type. 


it : Planned lighting can improve output. eee 
For example, the heavy job IS SO Consult with your Graybar man: he is 
small that to put the expensive, well versed in the best and latest in light- 
heavy tractor on it might be un- ing for better production, in plant or office. 
economical. So Joe makes the Moreover, Graybar offers the widest 


following cost table: selection of lighting equipment* available 
‘aise from any single source! For lighting . . . 
ractor . : 
or ventilation, motors, controls, power 
A as. ee or ventilation, motors, contol poe ELECTRIC COMPANY, INC. 
je 4 yee We'll work with you or your electrical 
Light 260 170 contractor. 4 
ie 


his *and G-E lamps, too 
420 LEXINGTON AVENUE, NEW YORK r. , . © OPFICES IN OVER 130 PRINCIPAY CITIES 


How should Joe assign 
tractors? 


(Answer on page 50) 
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UALITY IN STOCK 


For You Mr. Purchasing Agent 


These top quality Fairbanks products are stocked, sold and recommended 
by leading distributors across the nation. Quality products give you more in 
service — reduce maintenance time and expense, cut inventory require- 
ments. Immediate availability from your local distributor’s stock, saves 
your valuable warehouse space, inventory cost and frees your working 


capital. 


QUALITY—and Savings—are no further away than your phone. Call your 
distributor now and order the dependable Fairbanks Products that you need. 


ny 


FAIRBANKS BRONZE AND 
IRON BODY VALVES 


Typical of the QUALITY 
found in this full line of 
Bronze and Iron Body Valves 
is Fairbanks patented Renew- 
able Seat Ring Bronze Gate 
Valves which permit the re- 
placement of the seat rings 
in a gate valve without ever 
removing the valve body from 
the line. 


Sagag Hit GE REET @ 


Milteees 


DART MALLEABLE 
IRON UNIONS 


For over 60 years a firm 
guarantee, that if one should 
leak through we will give you 
two, has insured the QUALITY 
of each and every Dart Union. 
Two bronze seats, ground to a 
true ball and socket joint, 
make a tight seal without 
jamming. Darts can be used 
over and over again. 


FAIRBANKS“LOCKWELD” 
STEEL CASTERS 


Fairbanks patented LOCKWELD con- 
struction has eliminated the king-pin 
in a swivel caster— providing stronger, 
easier swiveling, longer lasting QUALITY 
casters. Available in single ball race, 
regular duty, and double ball race, 
medium-heavy and heavy duty ratings. 


FAIRBANKS TWO WHEEL 
AND PLATFORM 
HAND TRUCKS 


Trucks are as tools —job 
fitted. Buy trucks as you do 
tools—for QUALITY. In Fair- 
banks full line of Two Wheel 
and Platform Hand Trucks, 
you'll find QUALITY and with 
the proper truck for your needs 
you'll improve safety and pro- 
mote efficiency. 


FAIRBANKS “LAMILON” 
ALL-PLASTIC WHEELS 

Now, standardize on one wheel 
for any section of your plant, obtain 
greater floor protection for all types 
of floors. LAMILON Wheels, on which 
patent is pending, are typical of 
Fairbanks QUALITY line of rubber 
tired, solid rubber and semi-steel 
wheels for casters and trucks. 


Call or contact the near- 
est Fairbanks Branch Office 
and Warehouse to you and 
ask for the name of the 
Fairbanks Distributor in 
your area. It will be our 
pleasure to serve you — our 
distributor’s pleasure to 
acquaint you with Fairbanks 
QUALITY. 


BOSTON 10, MASS. 
520 ATLANTIC AVE. 
LIBERTY .2-2000 


CHICAGO 8, ILL. 
2600 SO. THROOP ST. 
CALUMET 5-3600 


NEW YORK 3, N.Y. 
393 LAFAYETTE ST. 
SPRING 7-8800 


PITTSBURGH 22, PA. 
15 STANWIX STREET 
COURT 1-1887 


ROME, GEORGIA 
202 DIVISION ST. 
234-6701 


THE € 
Fairbank cova 


fora 
million 
dollar 
MISSILE 


MERLE EN 


SPRINGS 


en Ow 
ponent oo 


SS 


Valuable : 
FREE 
BROCHURE | 


Whether you require the close 
tolerance needed in a satellite— 
or the economical production 
necessary fora 10c toy... 
DUDEK & BOCK is your most 
dependable source for springs, 
wire forms and stampings. 
Years of know-how quality 
control guarantee you top 
performance at lower cost. 


Phone DICKENS 2-1020 for 
estimates and delivery dates 


DUD «e BOCK 


SPRING MA FACTURING co. 
4014 W. GRAND AVE. « CHICAGO 51, ILL. 


! 
\ 


BEFORE 
YOU BUY 
YOUR 
NEXT 
SOLID TIRE 


KNOW 
THESE 
FACTS! 


iit 


Differences between one solid tire and another go far 
beyond the considerations of price and delivery. Check 
these vital statistics against the operating conditions 
in your plant. 


FACT NO. 1 


FACT NO. 2 


FACT NO. 3 


FACT NO. 4 


Rim separation is the most common 
cause of truck tire failure. 

Rim separation is caused by truck opera- 
tion over chips, turnings and borings... 
through brine and acid solutions... over 
rough surfaces . . . frequent overloaded 
conditions . . . and in areas of excessive 
heat. 

MONARCH’S MONOLOK tires will 
guarantee you the best possible protec- 
tion against these hazards. 
MONARCH’S MONOLOK PROCESS 
will increase tire life as much as 250% 
and reduce truck down-time as much 
as 70%. 


RUBBER COMPANY 
554 LINCOLN PARK 
HARTVILLE, OHIO dealer 


923 Fisher Bldg., Detroit 2, Mich. or write for 
4140 West Fullerton, Chicago 39, III. BULLETIN 457-8 
Western Warehouse, Reno, Nevada 


Automation Claimed Economical for Small Shops 


Detroit—Automation for small 
shops at bargain basement costs 
is the claim for hydraulic tracing 
system offered by Detroit Broach 
& Machine Co., Rochester, Mich. 

The system can be used to con- 
vert almost any machine tool in 
use to a high precision tracer ma- 
chine for handling either short 
run or high-volume production. 
It completely replaces the usual 
gear controls in all types of lathes 
and grinders. It could be adapted 
to broaches. 


Chrysler Among First 


Although Chrysler Corp. 
hardly can be considered a small 
shop, it was among the first cus- 
tomers for one of these conver- 
sions. On its surplus list was an 
old Leblond crankshaft turning 
machine in which the cutting 
sequence was controlled by a 
complex assembly of cams and 
drums. The machine was in poor 
condition, and had a _ salvage 
value of about $300. 

Needed was a versatile lathe 
for turning a variety of after- 
market service shafts. This would 
have cost $35,000-$45,000, and 
downtime to set up for the various 
low-production parts would be a 
significant after purchase cost. 

Instead Chrysler sent the old 
crankshaft machine to Detroit 
Broach for conversion and for 
$17,000 received an as-new ma- 
chine of almost limitless versa- 
tility that requires only a two 
minute change of a template to 
set up from one job to the next. 
Elimination of cams, drums, and 
gears in favor of hydraulic con- 
trol also greatly improved ac- 
curacy. 

Special Sensing Valve 

Secret is a special sensing valve 
that translates the shape of the 
template into hydraulic pressure 
that directs the cutting tool. An 
unlimited number of contours in 
sequence can be set up with one 
template, and with optional mul- 
ticycling, both rough and finish 
cuts can be accomplished auto- 
matically. 

Another savings is that a 
skilled machinist is not required 
to set up or operate the machine. 

Competitive tracing units, 
mostly available abroad, depend 
upon the original mechanical 
tool feeds, and none is believed 
available that keeps steady pres- 
sure on the workpiece. This re- 


WHERE-TO-BUY 


National purchasing section for new 


laxation while the tool is hunt- 
ing from one position to another 
produces poor tolerances and 
sometimes steps and burrs in the 
finished piece. 


No Fine Filtering 


And unlike other tracing units, 
the hydraulic system of the 
Detroit Broach unit is not de- 
pendent upon finely filtered fluids. 
A 150 micron filter is all that 
is necessary, compared to expen- 
sive 5 micron filters required for 
units with a spool-type valve. 

Inventor S. R. Cudnohufsky 


may only be half joking when he 
says: “I think we also could use 
our hydraulic system to carry 
away the chips.” 

Cudnohufsky spent five years 
in the development of the tracer, 
operating a firm known as Bald 
Mountain Machine Co. All assets 
of this firm, as well as rights and 
patents on the invention, were 
acquired recently by Detroit 
Broach in a transaction nego- 
tiated by Detroit Broach con- 
sultant William C. Newberg, 
formerly president of Chrysler 
Corp. 


U.S. Steel’s American Steel & 
Wire Div. utilizes new electro- 
magnetic technique to pack nails 
in neat alignment in space-saving 
boxes at Joliet, Ill., plant. Cut- 
away view here shows nails 
ready to drop into compact 50 Ib. 
boxes. Electromagnetism on both 
sides of unit maintains the orderly 
arrangement and prevents spill- 
ing out. 


BOATS WEAR APRONS, TOO!_The Moran Towing & Transportation Company, Inc., with its subsidiaries, is the 
largest firm of its kind in the world. They have 30 tugs in the New York area alone, tugs that dock ships and tow barges in 
the harbor and through the Erie Canal to the Great Lakes. When great, ocean-going vessels come sailing into port, the 
“Barbara Moran” shown above, like other Moran tugs, springs into action—pulling, guiding, helping the big ships safely to 
the pier. The Moran tugs wear “fender aprons” on the bow in order to protect white and light colored ships as they are pushed 
into the dock. This guards the exterior of the vessel against paint damage and soil. The sturdy, protective canvas aprons were 
made by the Marine Canvas Supply Corp. from Mount Vernon duck. 


equipment, services, and merchandise 

SPACE UNITS: 1-6 inches, 

RATES: $20.70 per advertising inch, per 
insertion. Contract rates on request. 
Subject agency commission and 2% 
cash discount 


For 
Immediate Shipment 


SHELF 
STOCK = FIBRE 


SHEETS — RODS — TUBES 


Fastest Service In the USA 


America. Mount Vernon engineers and its laboratory facilities are available to help you in the development of any new fabric 
FIBRE & BAKELITE WASHERS 
(Send for Comprehensive Price List) 


or in the application of those already available. 
PENN FIBRE & SPECIALTY CO., Cnty 
COMPANY 


S@ VJount \/ernon 
INC. UNIFORMITY 7 2° F 
S @ a4 ) 2S 


This is another example of how fabrics made by Mount Vernon Mills, Inc. and the industries they serve, are serving 


ills, ine. 


2020 E. Westmoreland St., Phila 34, Pa. Z a 
Phone REgent 9-4862 or 9-5642 Makes The _ A LEADER IN INODOUSTRIAL TEXTILES 
WILLIAM K. DAVIS, VP : , 
Big Difference 


FASTENERS FOR AIRCRAFT AND MISSILES Main Office and Foreign Division: 40 Worth Street, New York, N.Y. 
N. 


MENT SPECIFICATIONS Branch Offices: Chicago + Atlanta + Baltimore + Boston + Los Angeles 


MOUNT VERNON MILLS, INC. PRODUCES A WIDE RANGE OF FABRICS IN THESE CATEGORIES: Army duck, ounce duck, wide duck, drills, twills, 
osnaburgs and sateens e Fabrics used by the canvas goods manufacturing industry e Hose duck, belt duck, chafer fabrics and other specia! fabrics 
for the rubber industry e Laminating fabrics and special! constructions for the plastics industry @ Ironing machine aprons and cover cloths for the 
laundry industry @ Special fabrics for the coating industry e Standard constructions and specialties for the shoe, rug and carpet industries Dryer 
felts for paper making, aprons for harvesting machines e Mop yarns and drapery fabrics @ Work clothing fabrics for industry e Fabrics for U.S. Army 
and Navy @ Specification fabrics for industry generally. 
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External Wrenching Bolts—Dowel and Lock Pins 


Mercury air parts co., inc. 
9310 West Jefferson Bivd., Culver City, Calif. 
Telephone—UPton 0 .5923—Teletype—CVR CY 4138 
TOUGH SPECIALS 10 DAY DELIVERY 
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Answer to Problem No. 2 


Answers to Strategy Games on Pages 46 & 47 ’s original cost setup looked like this 


OL 


Tractor 
Answer to Game No. 1 Job f | 
eavy Medium Light 


Heavy ° $280 $200 $170 
Medium $190 $180 $200 
Light $260 $170 $180 


Phe original set up looked like this 


Williams Jackson Peters 
Metals $550 $570 $580 So now he subtracted the lowest figure in each horizontal row from all numbers 


h | 1,080 1,110 1,060 . ; 
ag * $60 * $290 "$720 in that row, and came up with this arrangement: 


Now subtract the lowest number in each horizontal row from every numbet Job Tractor 


in that row, and your setup will change to this: Heavy Medium Light 


Heav , 110 
Williams Jackson Peters avy $ $30 0 


Metals Medium ver $10 
Chemicals Light , $90 0 $10 
Paper Now he subtracted the lowest figure in each vertical row from all numbers in 


, : that row, and got the answer denoted by asterisks: 
Finally, subtract the lowest number in each vertical column from every number E , erisk 


in that column, and you'll get your answer, denoted by asterisks: Tractor 


Job ‘ 
Williams Jackson Peters Heavy Medium Light 


Metals os 0 0* . . . o* 
Chemicals $20 $30 . 0 $20 
Paper o* $10 . re . $10 


| m@ a review of 
WIRE CLOTH PARTS your company’s | Soafewee FoR 


fire protection | EXCEPTIONAL SERVICE 


program...now, on FINE FASTENERS 
may turn out to 


be one of your 
best decisions 


Smaller than a Pea... 


Southern Screw is prepared 
to go to almost any means 


to guard its reputation for 


: service. 
Actual Size 


When it takes some extra 


@ KI LL F f} hustle to meet your delivery 

requirements, you'll find 

Each has this common denominator mM" that Southern is a specialist in serv- 
Q A ms: ice as well as in quality. 

1 £ Y | If you need fasteners in a hurry, 

a % RA F £ a) e A 1% SH p call your Southern distributor, 


an write Southern Screw Company, 

And this same common denominator runs throughout P. O. Box 1360, Statesville, N. C. 
all of NWC Fabricated Wire Cloth Inserts and Parts, ’ =" 
as well as throughout the broad range of Newark wire Write for our latest catalog describing Machine Screws & Nuts © Tapping Screws 
cloth itself. Ansul's complete line of hand portable 

It takes particular skill to turn out tiny inserts such res Peay ergint aly oe and sie 
as the smaller of the two illustrations above...not only RENT U PET VeNS, WHOEIOR, CU UOrEn ys HCUwe 
skill in actual handling but skill in devising the special units and automatic systems. ee eee cee eee * 
methods by which they must be made. We have applied 
these skills to hundreds of inserts, required for instru- 
mentation, electronic controls and equipment of many 
types. 

Can we be of service to you? Perhaps we can help in 
the design. We should be able to make anything you 
require — with the skill that comes from years of 
experience. 


® Stove Bolts © Drive Screws ® Hanger 


Bolts © Carriage Bolts © Continuous 


Screws ® Speaker Screws 


Manufacturing and Main Stock 
in Statesville, North Carolina 


Warehouses: 
New York © Chicago @ Dallas * Los Angele 


. ANSUL CHEMICAL COMPANY 
COM NY 101 STANTON ST, MARINETTE, WISCONSIN eee See 


351 Verona Avenue Newark 4, New Jersey 
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P.A.'s Confronted by New Managerial Shuffle 


(Continued from page 1) 
the doctor on the pay roll,” 
comments Farmer. 

Purchasing’s latest partner in 
the corporate dance mainly in- 
dicates a change of outlook. 
{inked to marketing and dis- 
iribution, the purchasing function 
becomes a sales tool in a hizh- 
volume, tight-profit competitive 
drive that’s been spurred by the 
nev »roducts race. 

Reason: “The smarter busi- 
nesses have recognized that the 
heydays are gone, probably for 
a long time. In the °60’s, that 
means high capacity at low re- 
turns and competitive emphasis 
on tough marketing to survive,” 
states Richard Taylor, assistant 
to the vice president, fabricating 
operations at Cerro Corp. 

Taylor, formerly a manage- 
ment consultant with McKinsey 
& Co., feels that the upgrading 
of trade relations in some com- 
panies is not automatically a 
snag for Purchasing. It depends 
on the P. A. 

“Companies reorganizing trade 
relations departments want to 
put them in responsible, mature 
hands. If the head of Purchas- 
ing has a feel for the job, is a 
good member of the management 
team, then he can take over 
trade relations. Otherwise, man- 
agement will look elsewhere,” 
notes Taylor. 

The Cerro executive concedes 
that recasting V.P. personnel will 
not affect purchasing functions. 
But there is an important change 
of viewpoint in the works. Pur- 
chasing will be heading for trade 
relations,” he says. 

Improvement of trade rela- 
tions is the object of a new pro- 
gram at General Tire & Rubber, 
where the company has just 
named one of its top sales pro- 
motion experts as director of 
newly organized trade relations 
department (see PW, May 22, 
p. 1). 

Trade relations, or reciprocity 
as it is defined in some circles, 
crops up frequently as a con- 
troversial topic in the chemical 
industry, although trade relations 


Conoco Posts Prices 
On Alcohol Products 
Used for Plasticizers 


Lake Charles, La.—Continental 
Oil Co. has set prices for two 
types of alcohol for making plas- 
ticizers which will be added to the 
company’s product line when its 
new petrochemical plant here 
goes on stream. 

The alcohol products are 
ALFOL 610 and ALFOL 810, 
which will sell for 18¢/lb. and 
19¢/lb., respectively. The prices, 
which include _ transportation 
costs, are for tank car delivery 
east of the Rockies. 

ALFOL 610 is a blend of hex- 
anol, octanol, and  decanol; 
ALFOL 810 is a blend of octanol 
and decanol. 

The price on one of the com- 
ponents of ALFOL 610, hexanol, 
was lowered just two weeks ago 
by Enjay Chemical Co., Union 
Carbide Chemicals Co., and Gulf 
Oil Co.’s Petrochemicals Div. The 
decrease was part of a general 
2¢/lb. to 4¢/lb. reduction in 
prices of chemicals used for mak- 
ing plasticizers. The chemicals 
and their new prices include: 
hexanol, 17¢/Ib.; isooctyl and 
isodecyl, 18¢, and tridecyl, 20¢. 
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activity is by no means uncom- 
mon in other industries. For 
example, the Pennsalt Chemical’s 
reorganization reported last week 
was aimed openly at improving 
trade relations as well as general 
communications between the 
marketing, distribution, and pur- 
chasing functions. 

The immediate effect of chang- 
ing areas of responsibility among 
vice presidents is on the flow of 
internal information to the top 
management. And the particular 
arrangement usually reflects the 
kind of problem to be met. In 
the chemical industry, for in- 
stance, the emphasis is toward 
customer-oriented sales setups 
and away from the predominant 
influence of product-oriented 
specialists. 

What this means to the pur- 
chasing agent right now may be 
a mixed blessing. To F. Albert 
Hayes, PW consulant, it’s not so 
much the knowledge of market- 
ing that the V.P. brings to pur- 
chasing, it’s the management 
know-how. A concept of man- 
agement, no matter what its 
source, is a boost to purchasing 
operations. 


At the same time, Hayes feels 
that taking the addition of pur- 
chasing to marketing and dis- 
tribution purely as a rearrange- 
ment of internal communications 
networks, the P.A. will gain 
from the deal. 

“Good buying is dependent on 
good marketing forecasts. But a 
zood forecast is no help unless 
it gets back to purchasing. If 
purchasing and marketing under 
the same head can improve the 
internal communication of this 
information, then purchasing will 
benefit,” says Hayes. 

He sees two problems on the 
horizon, however. First, the end 
of the relationship of purchasing 
to manufacturing inherent in the 
changes, which means new lines 
of communication to establish 
on the lower levels. And second, 
the need to develop another 
foothold in top management 
councils because of the new 
routes purchasing information 
must take. 

Next step: Says Hayes: “This 
may mean that in the future 
purchasing more frequently will 
report directly to an executive 
vice president.” 


Role of Distributors Is Emphasized 
At 1961 Electronics Parts Exhibit 


(Continued from page 1) 
tributors will get this business be- 
cause “they are aggressive, and 
because they are keeping abreast 
of technical developments in the 
electronics field.” 

But it won’t be all smooth sail- 
ing, some observers pointed out. 
High on the problem list for parts 
distributors are manufacturers’ 
representatives who have begun 
stocking small quantities. Ac- 
cording to a Chicago representa- 
tive, “stocking reps” are located 
almost entirely on the West 
Coast. 

“By keeping small _inven- 
tories,” he said, “these reps are 
able to supply not only produc- 
tion quantities as their usual busi- 
ness, but also give immediate 
delivery on small orders coming 
out of research and development 
labs. They are eating into dis- 
tributor profits out there by offer- 
ing better discounts.” He added 
that stocking reps may be ex- 
pected to move eastward: “I think 
you'll find several in Chicago in 
the next two or three years.” 

Standardization of parts within 
the industry has played a major 
role in making distributors impor- 
tant. By stocking a wide variety 
of standard competitive lines, dis- 
tributors offer customers nearly 
any electronic part desired at at- 
tractive prices. 

In the past, distributors sup- 
plied only small to medium-sized 
orders. These went mainly to re- 
search and development pro- 
grams, and to model shops for use 
in prototypes. Direct factory 
shipment, and ordering through 
manufacturers’ representatives, 
was the normal way for custom- 
ers to get production quantities 
needed. 

Recently, many distributors 
began stocking much larger quan- 
tities which they were able to 
offer at factory prices. This 
made them a “one source of sup- 
ply.” Combined with fast de- 
livery, it enabled distributors to 
gain many accounts formerly 


serviced by manufacturers reps 
or by the factory. 

L. Berkely Davis, president of 
the Electronics Industry Assn., 
said that “an electronic manu- 
facturer who not only succeeds 
today but who expects to survive 
tomorrow in this intensive com- 
petition must keep abreast—and, 
if possible, ahead—of the tech- 
nological progress in electronics.” 

He said distributors are gaining 
the industrial market: They have 
placed competent engineers on 
their staffs capable of understand- 
ing the latest engineering de- 
velopments and turning this com- 
petence into sales. 

Hi-fi and stereo equipment, 
and amateur radio gear—prod- 
ucts which gave most distributors 
their start—remained prominent 
at the show. Manufacturers of 
these lines rented thousands of 
square feet to parade their new 
products. 


Steel Mills to Pay Closer 
Attention to Scrap Prices 


Chicago—Steel mills are going 
to start paying closer attention to 
scrap prices before deciding 
whether to use hot metal or scrap, 
it was emphasized at the annual 
Midwest conference of the Na- 
tional Federation of Independent 
Scrap Dealers, Inc. 

Gene Swanson of Inland Steel 
Corp. told the meeting here that 
the rising costs of labor, ore, and 
equipment make it necessary that 
the mills continue their drive to 
lower production costs. He reas- 
sured the dealers, however, that 
the mills probably will continue 
to purchase large quantities of 
scrap—particularly the top qual- 
ity type. 

He was seconded by Lester 
Shapiro, federation chairman, 
who said the need for scrap does 
not appear to have diminished, 
despite all the innovations that 
have been made in the over-all 
steelmaking process. 


Purchasing Week 


This Week’s 


Purchasing 
Perspective 
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and enthusiasm over prospects of the 1962 models is even 
greater. 


MAY 29- 
JUNE 4 


Current Detroit estimates for 1961 range from around 5.5-mil- 
lion to a 6-million car year. But for 1962, Chevrolet’s initial 
purchasing is premised on a 7-million unit sale for the industry, 
close to the record 7.2-million set in 1955. 


Auto industry shutdowns for model change-overs are scheduled 
for mid-July. That’s just about the time steelmakers are fore- 
casting a summer seasonal drop in their operations. But in 
general, automakers have pushed introduction dates for 1962 
models ahead an average of two weeks in a move to guard against 
the possibility, however remote, that they may face a strike in the 
fall. Thus when production resumes in mid-August, it will move 
along at a healthy 650,000 unit/month clip. And Chrysler once 
again will lead the parade with an early August start on its new 
models. 


Economists in general and officials in the Kennedy Administra- 
tion are developing a mild case of schizophrenia in their estimates 
of how fast and how big the current recovery will be. In recent 
weeks, Treasury Secy. Dillon and other Treasury officials have 
begun to talk of a strong, full comeback. The Council of Economic 
Advisors and Labor Secy. Goldberg are hewing to their old 
prognosis that recovery probably will be sluggish and certainly 
not big enough to reduce unemployment from its current 7% 
rate to an acceptable 4% by the end of this year or even by 
early 1962. 


On the other hand, Republican economists led by Arthur 
Burns, former CEA chairman under Eisenhower, are warning 
that the economy shows signs of a recovery so strong that it may 
touch off another inflationary cycle. Commerce Secy. Hodges, 
until recently at least, has been about midway between the above 
extremes, but his departmental business forecasters also are 
moving more toward the heftier “up” side on the basis of recent 
key business indicator statistics coming in (see Washington 
Prespective, p. 4). 


At the same time, the Commerce Dept.’s Business Advisory 
Council (composed of top businessmen) has analyzed the outlook 
as a continued slow pickup, despite the spectacular gains recorded 
in recent weeks. 


Kraft Folding Cartons 


in stock— 64 sizes! 
Send for FREE sample 


You may find the solution to some of your packaging 
problems in our expanded line of stock kraft folding 
cartons. 


Inventories of stock boxes are maintained in 64 sizes, 
ranging from %” x %” x 1” to 5%” x 7”. Buyers 
across the country are using them to package items 
ranging from electronic sub-assemblies, automctive 
and aircraft parts, to nursery products. 


Stock boxes offer these special advantages: 


LOWEST PRICES because of volume runs, standard 
fabrication. 


FAST SHIPMENT —orders received before noon 
are shipped the same day. 


YOUR INVENTORY MINIMIZED, because we keep 
the boxes until you need them. 


Write on your letterhead telling us the box sizes 
you’re interested in for free samples and price lists. 
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Write: 

STONE CONTAINER CORPORATION 
Campbell Division 

360 No. Michigan Ave., Chicago 1, Illinois 


New Container Standards Only the Beginning 


(Continued from page 1) 

on 10, 20, 30 and 40 ft. lengths 
and 8 by 8 ft. cross sections as 
a big first step toward making 
containers interchangeable. But, 
they agreed, the size standards 
will not be of great use until 
specifications for standard equip- 
ment for handling, securing and 
tieing together containers are also 
worked out. 

On the plus side, the ASA’s 
efforts to standardize containers 
have received a big boost from a 
ruling by the Federal Maritime 
Board that from now on all con- 
tainer ships built with govern- 
ment subsidies or financed 
through government loans must 
be made to accomodate the ASA- 
approved sizes. 


‘The Key’ 


“This ruling may prove to be 
the key which will open the door 
for widespread adoption of the 
new standards,” said Fred Muller, 
Jr., secretary of the ASA com- 
mittee which made the size pro- 
posals. 

As a result of the FMB ruling, 
truckers designing new containers 
will have to consider the ASA 
standards if their units are to be 
compatible with future maritime 
equipment. 

As for the second half of the 
standardization problem, Muller 
reported the ASA committee now 
is analyzing proposed standards 
for container handling equip- 
ment. The proposals may come 
up for a committee vote at the 
next meeting of the group in 
June. 

If the committee is able to 
agree on a set of standards, the 
next step would be to submit 
them on a mail ballot to the en- 
tire ASA membership. After 
this, the proposals still would 
have to be approved by the 
association’s standards review 
board before receiving final ASA 
sanction. 


Outlook 


As of now, the outlook for 
container standardization shapes 
up this way for the various forms 
of transportation: 


® Marine. Due to the Maritime 
Board’s ruling, the biggest prog- 
ress toward standardization prob- 
ably will be made in this field— 
and this is the field, observers 
agree, in which some progress is 
aeceded most. Right now there 
are almost as many different 
container sizes as there are ship- 
ping lines using containers. Since 
these systems represent large 
capital investments, the change- 
over to ASA standards will take 
a long time, probably occurring 
as existing equipment is replaced. 

® Highway — The highway 
trailer already has proved itself 
to be about the best container 
that there is. The biggest prob- 
lem here is the confusion caused 
by conflicting state regulations 
governing over-all dimensions and 
weight. For instance, in Pennsyl- 
vania and West Virginia it still 
is illegal to have a semi-trailer 
more than 35 ft. long. 

Truckers also complain that 
while standardization is a great 
thing for different carriers, it is 
not so good for different com- 
modities. They are understand- 
ably reluctant to carry heavy 
items such as floor tile, rice, iron, 
and steel in a 40 ft. container, 
when all they need is a 27 or 35 
ft. van to make their maximum 
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permissible highway weight. 

Due to these facts, a state-by- 
state campaign to revise highway 
regulations probably will have to 
be made before there can be any 
substantial progress toward stand- 
ardization. Such a campaign 
would be difficult, but it has been 
done before. For example, as 
recently as 1958 there were 13 
states which didn’t permit 40 ft. 
trailers. As a result of trucker- 
backed legislative programs, this 
number has been reduced to two. 

® Rail. With the profitability of 
piggybacking firmly established, 
railroads already are aiming at 
true containerization by pushing 
ahead on designs for trailers with 
demountable wheels, so that only 


the container has to be shipped. 
The railroads say this lowers the 
center of gravity on flat cars by 
33% and decreases the weight 
hauled by about 8,000 Ibs., thus 
permitting greater speeds and at 
the same time reducing capital 
costs, taxes, and licenses. 

@ Air. Some airlines have been 
experimenting with containers, 
but it is generally agreed that van- 
sized units will not become a 
factor in air freight until the vol- 
ume of traffic becomes much 
larger than it is today. It is ex- 
pected that within five to 10 years 
the airlines will have jet freighters 
capable of carrying 8 x 8 ft. con- 
tainers in some combination of 
lengths adding up to 70 ft. 


(Continued from page 1) 
crease or inadequate profits” were 
the only alternatives to rising 
wage costs. But he added that 
competition “is extremely keen.” 

Alwin F. Franz, president of 
Colorado Fuel and Iron Corp., 
agreed that October wage in- 
creases add pressure for a price 
increase, and cited the rise in de- 
mand and more optimism among 
customers as favorable factors. 
He said demand was especially 
good in wire products, tubular 
goods, and light structurals. 

Steel executives agreed that the 
pickup would continue, and that 
July and August output would 
probably not fall below current 
levels. However, there were no 
reports of sizable backlogs build- 
ing up. 

Roger M. Blough, chairman of 
U. S. Steel Corp., said that pro- 
duction in the second half of the 
year should be better than the 
first six months, a feeling most 
steel officials shared. 

Blough said that output should 
be up in May and June, prob- 
ably would level off in July and 
August, then turn up in the last 
four months of the year. 

Most steel producers were es- 
timating a 1961 output at be- 
tween 98-million and 100-million 
tons, or roughly the same as last 
vear’s 99.3-million. Joseph L. 
Block, chairman of Inland Steel 


Costs, Prices Preoccupy Executives 
At Amn. Iron & Steel Institute Parley 


Co., was somewhat more optimis- 
tic, predicting 100-million to 105- 
million. 

Block said Inland’s orders are 
15% ahead of April and 74% 
ahead of May, 1960. The com- 
pany’s May backlog was 13% 
ahead of April and 19% below 
May of last year. 


Lubricant Buyers Urged 
To Specify Brand Names 


Miami Beach, Fla.—Lubricant 
buyers were advised to purchase 
by brand names rather than to 
specifications at the spring meet- 
ing of the American Petroleum 
Institute’s Div. of Marketing. 

The trouble with specifications, 
said Harold F. Jones, chairman 
of API’s Lubrication Committee, 
is that “there is not nearly enough 
reliable information available on 
test methods to permit workable 
oil purchase specifications which 
would, in themselves and with- 
out performance tests, serve as a 
reliable guide in the selection of 
lubricants.” 

Buying by brand name may 
cost a few pennies more per gal- 
lon, he said, but in the long run 
it will save the user money by 
eliminating the risk of equipment 
breakdowns caused by inferior 
lubricants. 
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Alcoa Cuts Price of Alumalure Line 
Pittsburgh—Alcoa reduced the price of its Alumalure line of 


baked enamel finished roofing 


and siding products by 15%. 


Products affected by the cut include 4-in. and 8-in. ribbed indus- 
trial sheet, V-beam roofing and siding, and corrugated industrial 
siding. A typical square of aluminum siding formerly priced at 


$50 now will cost $43. 


GSA to Release Tin 


Washington—General 


Services 


Administration expects to 


release slightly less than 4,000 tons of tin from a government 
stockpile to help curb rising prices. This is expected to keep the 
price of the metal from rising to the £880/ton sterling level 
at which tin must be sold from the International Tin Council’s 


buffer stock. 


Scrap Copper Up %¢/lb. 


New York—Custom smelter buying price for scrap copper 
increased %4 ¢/lb. in two stages last week, bringing the quotation 
for No. 2 copper wire scrap to 28%¢/lb. This is equivalent 
to about 3342 ¢/lb. for copper refined from the scrap for delivery 
in three months. Continued heavy exports of copper-bearing 
scrap to Japan and Europe were behind the rise. 


Union Carbide Markets New Resins 


New York—Union Carbide Plastics Co. put on the market a 
series of three new polyethylene resins that can be used both for 
inner layers and outer jacketings on communications and power 


cables. Two of the compounds, 


DEDA-0520 and DFDC-5275, 


sell for 65¢/lb., while the third, DHDA-7800, costs 50¢/lb. 


Plastics, Light Metals Vie at Show 


(Continued from page 1) 

tural materials was also shown. 

Plastic-clad metals, including 
aluminum, were more prom- 
inently displayed than in the past. 
Alcoa introduced a new laminate 
of aluminum sheet and vinyl 
plastic film, that can be embossed 
and printed with up to five colors. 
Appliances, furniture, luggage, 
wall panels, and aircraft applica- 
tions are seen for the material. 

Plastics exhibitors continue to 
expect their products to produce 
the greatest materials usage 
change in the automobile indus- 
try. But the aluminum men don’t 
agree. One aluminum parts ex- 
hibitor was quick to point out 
that plastic industry spokesmen 
often “claim a gain in plastic 
usage in cars when one plastic 
merely displaces another.” 


Item & Company 


INCREASES 


Copper carbonate, 55%, 


Cuprous, ecwt. 
Black copper oxide, Ib 


Saponification, 88%, 


Casein, Arg., erlts., lb 


REDUCTIONS 


motorola semiconductor 


Window glass 
Water white, ewt. ......... 


drm. lots, lb 


Gasoline, Esso, Carolinas, gal 


Pentaerythritol, tech. erlts., lb 

Monopentaerythritol, erlts., lb 

Raw steel pipe for rigid conduit, ton 

Transistors, diffused-base mesa, silicon & germanium, 


Gum rosins, N. Y., erlts., Katy, Mary, ewt 
ee er eee 


Price | Changes for Purchasing Agents 


Amount 


Beryllium-copper products, Beryllium Corp., Ib 
Copper sulfate, monohydrated, erlts.. 

erlts., 

Copper chlorides, cupric, anhyd., ewt 


Glycerin, crude, soap lye, 80%, Ib 


0025 


02 
O15 
$7.00 


19% -58% 
$1.25 
$1.25 
$1.50 
$1.50 


25 


Tertiary butyl peroxide, U. S. Peroxygen, 16 gal. 100-Ib. 
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Reason 


copper hike 
copper hike 
copper hike 
copper hike 
copper hike 
copper hike 


seasonal 
improved demand 


competition 
competition 
competition 


prod. econs. 

improved supply 
improved supply 
improved supply 
improved supply 


$13.00 
$13.25 
$13.50 
$13.75 


$1.75 


Aluminum fabricators, in the 
midst of a red-hot advertising 
battle with steelmakers for the 
auto-bumper trade, were show- 
ing such items as aluminum 
armor plate developed for the 
M-60 heavy Army tank, and the 
aluminum fuel tank that is stand- 
ard equipment on the M-60. A 
spokesman for one of the major 
aluminum producers pointed out 
that now that the aluminum en- 
gine block has become common, 
breakthroughs in new applica- 
tions of aluminum on automo- 
biles will become rarer—al- 
though the total amount of 
aluminum — used cars. will 
increase. 

Auto makers expect changes 
in materials to take place in cars 
—but slowly, on an evolutionary 
basis. Herbert Bevans, executive 
engineer at Chrysler Corp., 
told a conference at the conven- 
tion that what with long range 
schedules—“styling work on the 
1961 models started in October, 
1957, with major tooling re- 
leased in May, 1959,”—no 
startling revolution in materials 
can ever be expected overnight. 

Structural adhesives will have 
to continue finding major uses 
outside the auto field, accerding 
to at least one exhibitor. The 
auto industry is still not really 
interested, beyond limited ap- 
plications such as break lining 
bonding. Minnesota Mining & 
Mfg. Co. introduced a new 
structural thermosetting film ad- 
hesive recommended for bonding 
building materials. 

Plastics suppliers were again 
touting polypropylene. In ad- 
dition to expected automotive 
uses, fabricators expect increased 
polypropylene use in_ kitchen 
equipment now that plastic has 
proved effective in home laundry 
machines. Suppliers claim that 
steels are proving inadequate in 
these areas because of strong 
household detergents. 
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For all your gasketing needs, choose from 
a complete line of Garlock materials. Re- 
gardless of service conditions, there is 
a specific Garlock style for the job. 


In either sheet form or cut to your specifi- 
cations, Garlock offers Style 7021 syn- 
thetic binder and long fibre asbestos, 
superior for hot oil service at 700°F; 

GASKETS Style 7228 high quality neoprene bind- 
er and long fibre asbestos; for gasoline, 

for Plant naphtha, benzine and other hazardous 

Maintenance liquids and solvents, temperature to 
300° F; Style 7705 synthetic binder 
with blue African asbestos fibre, ex- 
cellent against hot and cold mineral 
acid; Style 900 long fibre asbestos with 
synthetic binder, for service against 
steam, gas, air, temperatures to 700°F; 
Style 7772, long fibre asbestos with 
synthetic binder, white in color, for 
service in chemical and petrochemical 
process equipment where leeching is a 
problem, temperatures to 700°F. Other 
gasketing materials available to meet 
your specific requirements. 


In rubber sheet form, Garlock offers Style 
7986 Neoprene sheet for flanged joints 
where oil resistant qualities of neo- 
prene are required; Style 8495 Buna-N 
sheet for gasketing against oils and 
solvents at temperatures up to 300°F; 
Style 7992 Neoprene rubber diaphragm 
sheet for wet natural gas, gasoline, oils 
at medium or high pressures; Style 
9296 Silicone-Dacron diaphragm sheet 
for hot or cold air, high aniline point 
oils and many fire resistant fluids at 
temperatures to 300°F. 


For tight sealing against high temperature steam and corrosive liquids, specify : 
Garlock gasketing...available in either sheet or cut form or special construction. For prompt delivery, complete gasket cut- 


ting facilities are available in Palmyra, 
N. Y., Houston, Texas, and San Fran- 
cisco, Calif. Get details by contacting 
the nearest of the 26 Garlock sales of- 


fices and warehouses throughout the 
U. S. and Canada. Or, write Garlock 
Inc., Palmyra, N. Y. 


GA RLO CC HK 


Canadian Div.: Garlock of Canada Ltd. 
Plastics Div.: United States Gasket Co. 


Order from the Garlock 2,000 .... two 
thousand different styles of Packings, 
Gaskets, Seals, Molded and Extruded 
Rubber, Plastic Products. 
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Turn-Towls can 


slash your company’s towel costs!. 


Read how other users prove Turn-Towl’s record of saving 


An Indiana manufacturer paid $6,130.00 for cloth towel service 
annually. Now, with Turn-Towls, his yearly service cost has 
dropped to $3,774.00. 


During a 40-day test, a manufacturing firm in Virginia used 
27,000 ordinary paper towels — only 23,000 Turn-Towls were 
used during the same period. 


Now ... send for your Turn-Towl test kit! 


A New Jersey firm reduced the cost of towel service from 
$2.52 to $1.94 per employee per year by switching to high- 
absorbency Turn-Towls. 


A Chicago transportation firm trimmed the cost of towel 
service 31% with Turn-Towls. 


Test Turn-Towl’s amazing absorbency side by side with the towel you’re 
now using. We'll send you a free kit to show you how you can slash your 
company’s towel costs — plus information on our new, exclusive polished 
aluminum cabinet that won’t rust, chip, show fingerprints. 
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BAY WEST PAPER COMPANY 
1096 West Mason Street « Green Bay, Wisconsin 


(] Send me my free Turn-Towl Information Kit containing samples of Turn-Towls and 
consumer report information. 


[] Please have a Mosinee Towel distributor call and arrange to have a Turn-Towl 
cabinet and towels installed for free trial. 
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Sulrolnoke Towels 


BAY WEST PAPER CO. 
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